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Off with the 
FALSE FACES 


Either the manufacturer 
should have an honest dis- 
tributor policy—or frankly 
adopt some other means 
of marketing his products. 
If he does believe in dis- 
tributors, he should sup- 
port them one hundred 


percent. Republic does. 


REPUBLIC RUBBER CO. 


Mechanical Rubber Products for Every Industrial Requirement 


YOUNGSTOWN, OHIO 
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SATISFIED USERS! 


We are very proud of the fact 
that many users have placed 
REPEAT ORDERS for Beaver 
Model-A Pipe Machines. In far 
off South Africa one firm has 
bought 8; out at BOULDER 
DAM, the Six Companies, Inc., 
has purchased 7, a large refin- 
ery, $; a number of users have 
bought 2. That is the best 
proof we can offer regarding 
the satisfactory performance 
of the Beaver Model-A. 





Model-A Advantages! 


Die Heads—Quick-opening, Fully- 
adjustable and Self-contained. 


Each Die Head threads 2 sizes 
(%Ax %4) (1x 1%) (1%x 2). 

Thread Length Gauge. 

Automatic Square-End Cut-off. 

Nipple Length Gauge. 

Hinged Blade-Reamer. 

Rack and Pinion Carriage Feed. 

Large Handy Star Wheel Controls. 

Automatic Chuck Wrench Ejector. 

Tilting Work Head. 

Double-jet Oil Flow. 

Oil Pump Accessible. 

Oil Lines—Out of the Way. 

Aluminum Alloy Construction. 

Outboard Pipe Support. No bush- 
ings. 

Universal Motor—Develops 1.9 h.p. 

Flexible Coupling connected. 

Reversible at Switch. 


Power to cut or thread 2! to 12 inch 
Pipe with geared tools. 


Sliding Handle Bars. 


Portable as a Wheel-barrow. 


COMPANY, 293 Dana Ave., WARREN, OHIO, U. S. A. 








JaMes A. CHANNON 


Managing Editor 
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WE DO OUR PART 


Have you made 
your reservation as yet 
for the Triple Mill Sup- 
ply Convention, spon- 
sored by The National, 
Southern and American 
Associations? Cincin- 
nati is the place and 
May 21-23 the dates. 


CHICAGO OFFICE 
520 N. Michigan Ave. 


Vv 


NEW YORK OFFICE 
330 W. 42nd St. 


v 


CLEVELAND OFFICE 
Guardian Building 


v 


WASHINGTON OFFICE 
National Press Building 


Mill Supplies is in its 
twenty-fourth year of serv- 
ice to the mill supply field 
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AMERICAN SAW 


you'll find it a sure-fire prestige builder and 


profit maker for your business. 
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Conveying in manufacturing 
brought standardization of prod- 
uct—and lower cost. The Chain 
Belt Company has now standard- 
ized many types of manufacturing 
conveyors—That also means low 
cost. 








REX ASSEMBLY CONVEYORS 


From the thousands of Rex Conveyors in- 
stalled in the manufacturing plants of this 
country, Chain Belt has reduced most con- 
veying to standard units which combine into 
complete production systems to meet specific 
requirements. 


COMPLETE INFORMATION 


. .on the many types of Rex Chain and Belt 
Conveyors will be placed before any execu- 
tive, operating official or engineer. 


REX COAL AND ASH 
HANDLING EQUIPMENT 


Chain Belt builds a complete line 
of specialized elevators, conveyors 
and storage systems for handling 
coal and ashes. Years of experience 
on power plant work in large and 
small plants in various industries 
naturally led to 
standardized units 
and lower costs. 


REX TROLLEY 
CONVEYORS 


No matter how 

many twists, turns, 
dips or rises an overhead conveyor may 
require, Chain Belt Company has stand- 
ardized each unit in the system. A new 
conveying system for your plant becomes 
a matter of assembling the proper units 
to fit your requirements. The costs are 
definitely known in advance and handling 
expense invariably reduced. 


CHAIN BELT COMPANY 
1622 W. Bruce St., Milwaukee, Wis, 


days FOR EVERY DRIVE & CONVEYOR 
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and with threads so tough and 
heavy wrenching strains won't strip the 


New, Exclusive “Process 


Bethlehem Hot Forged Nuts aren't ordinary 
nuts, made in the ordinary way. They're forg- 
ings, made by a new, exclusive process. They've 
got the greater strength and toughness, the 
dense grain structure that forging gives. They 
are decidedly the nuts to recommend whenever 
a- customer requires nuts for heavy-duty ap- 
plications. 

The hot-forged nut is the leader of the com- 





hat won't strip 


plete line of Bethlehem Bolts and Nuts. Our 
Lebanon, Pa., Plant, operated by men who 
know bolt and nut manufacture from A to Z, 
is devoted entirely to the making of bolts and 
nuts and allied products, and makes them in 
every style and size your customers use. 

Lebanon Plant makes Bolts of carbon, alloy 
or corrosion-resisting steel. Bolts for high pres- 
sures and temperatures. Treated Nuts. Oil 
Quenched Nuts. Spikes, Rivets, Turnbuckles. 
And countless other similar products. For serv- 
ice to you, over 3500 distinct items are regularly 
carried in stock. 


—— 
geTHLEHENy 


Sittee §=6Bethlehem Steel Company, Bethlehem, Pa. 


Bethlehem Bolts and Nuts 














UMI 











MILL SUPPLI. 


With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 


APRIL, 1934 


VOLUME XXIV 








NUMBER 4 











TIMELY COMMENT 


@ IN line with the oft-repeated desire on the part of 
distributors that the subject of cash discounts be given 
consideration at the May convention, the following let- 
ter, which is attached to all purchase orders by the Per- 
cival Steel Company and a number of other Los Angeles 
distributors, is worthy of consideration as a means to 
the desired end: 

“With the advent of the Codes, and even before, the 
questions of cash discounts and discount periods have 
been a source of confusion for the distributor. As you 
know, some items are net, some % of 1%, some 1%. 
others 2%, and some even take a 5% cash discount. 
Discount periods range from strictly 10 davs from date 
of invoice to 30 days. 

“As it is customary for the distrilutor to pass on to 
the trade the same discount and discount period he gets 
from the manufacturer, you can appreciate the amount 
of detail work in billing, posting, and checking remit- 
tances in order to live up to the terms prescribed in the 
various Codes. 

“We are, therefore, appealing to you to assist us in 
establishing a uniform cash discount of 2%, tenth 
proximo, as we find from experience that any lesser rate 
will not be an incentive for our customers to pay their 
bills promptly. 

“Your cooperation in this matter will be greatly appre- 
ciated and will result in a greater sales volume with less 
sales resistance, to our mutual advantage.” 


@ STABILIZATION of prices and classification of 
accounts are two things which would be very helpful 
to distributors in the opinion of A. J. Sherrill, Munnell 
and Sherrill, Portland, Oregon. 


Says Mr. Sherrill, “Anyone in the supply business 
knows the difficulties involved in meeting unknown com- 
petition. It’s like shooting in the dark. In the past, it 
has been the custom to shave prices down to a point 
where there is little or no profit left and then trust that 
the other fellow wouldn’t quite meet it. 

“So far as classifying buyers is concerned, we refer 
to the practice of some manufacturers not represented 
in a territory quoting direct or to irresponsible parties 
for resale at unfair prices. Under NRA, we hope that 
these conditions will be remedied.” 

Every fair minded distributor and manufacturer 
agrees with Mr. Sherrill, we are sure. That NRA is 


working toward these desired ends there can be no 
doubt and while it may not be fully successful in its 
efforts, any improvement will be highly applauded. 


@ WHAT questions are foremost in the minds of dis- 
tributors? In these days of economic changes, it is but 
natural that business men everywhere are asking, 
“Where are we headed?” In order to determine the 
thinking of distributors of industrial supplies and ma- 
chinery, Mitt Suppries has asked some 200 members 
of this industry for their views. Boiled down, here is 
what distributors are most interested in: 


1. The establishment and maintenance of manufac- 
turers’ resale prices which will allow the distribu- 
tor a satisfactory margin of profit. 


2. The standardization of manufacturers’ cash dis- 
count terms. 


3. The organization of strong regional groups of 
distributors. 


4. An open discussion concerning the filing of prices 


with suggestions as to efficient methods of so 
doing. 


5. The possibility of reducing the cost of code au- 
thority and organization work. 


@ IN a recent address before the Economic Club of 
Chicago, George H. Houston, president, The Baldwin 
locomotive Works, and chairman of the durable goods 
committee recently appointed by General Johnson, sub- 
mitted a program embodying those factors which he 
believes are essential to industrial recovery. Mr. Hous- 
ton’s program includes the following: 


1. The co-operation of government with the natural forces 
of recovery, primarily through the removal of barriers now 
existing in the flow of private capital into private enter- 
prise. Specifically, the amendment of the Securities Act of 
1933 to simplify the processes involved in the issuance of 
securities and to remove from officers, directors, stockhold- 
ers, certified accountants and others the unwarranted per- 
sonal liabilities involved in the present Act. The amend- 
ment of the Glass-Steagall Act so as to permit for at least 
a period of time—say five years—the participation of com- 
mercial banks in the underwriting of new securities with 
the realization that there is no other presently available 
reservoir of credit to be used for this purpose; and the re- 
writing of the proposed National Securities Exchange Act 
of 1934 in such a manner as to remove therefrom the regu- 
lation of industry and of the ownership of industrial securi- 
ties, confining this Bill to the regulation of the national 
securities exchanges and those trading upon them. 








2. The organization of the proposed intermediate credit 
banks for industry. These banks will make loans up to 
five year maturities and will fill a long felt want for certain 
types of industrial credit, but they will not fill the need for 
capital or long time credit. 

3. A governmental policy of encouragement to private 
enterprise, with an assurance of freedom of opportunity to 
earn in the future a reasonable return upon invested capital. 

4. Relief from the radical changes in existing methods 
of doing business constantly being thrust upon the country 
by a small minority in the guise of reforms which, when 
properly understood and candidly considered, are not wanted 
by the majority, or needed for the country’s welfare. 

5. Continuation of amicable relations between employer 
and employees based upon good will and mutual confidence 
and respect. The provisions of Section 7 of the National 
Industrial Recovery Act have been accepted by industrial 
employers, through their codes, as a basis upon which such 
future relations may be constructed. These provisions have 
been enacted into law for only a few months and their 
application is progressing steadily. They are considered to 
be ample for the protection of the public interest and the 
interest of employees in the exercise of their right to bargain 
collectively or otherwise as they may choose individually. 
The Wagner Bill, Senate Bill S. 2926 on the organization 
of a National Labor Board would force all employer-em- 
ployee relations into one mould which would eliminate the 
right of a minority and of the individual to -bargain sep- 
arately as they or he may choose. The enactment of this 
Bill would effectively prevent the continuation of the past 
amicable and healthy relations between employers and em- 
ployees. 

6. Emphasis upon recovery instead of immediate reform 
with the realization that recovery is needed immediately 
and that genuine reform, where found essential, may be 
carried out subsequently in an orderly and considered 
manner. 

7. Recognition of the fact that the opportunity for recov- 
ery in employment lies primarily in the field of durable 
goods, that is, in the work of rebuilding the country. Until 
this work is resumed in a normal way, there can be no 
normal employment. 

8. Recognition of the fact that prosperity lies in the pro- 
duction of goods and not in the curtailment of their pro- 
duction. A proper balance must be restored between the 
cost of goods produced by different portions of the popu- 
lation so as to facilitate their free exchange. A too rapid 
increase in the cost and price of manufactured products 
will effectually prevent their free purchase by those en- 
gaged in agriculture and in the production of raw materials. 


@ THE Netherland-Plaza Hotel, headquarters for the 
Triple Mill Supply Convention to be held in Cincinnati, 
May 21-23, has guaranteed 350 rooms at the following 
special rates: $3.00, $3.50, $4.00, $5.00, $6.00. single, 
and $5.00, $5.50, $6.00, $7.00, and $8.00 double. If you 
have not already done so, you are urged to send in your 
reservations as soon as possible. 


@ IN an article upholding the idea of open price sell- 
ing, Rolland J. Hamilton, president, American Radiator 
Company, scores the selling practices of manufacturers 
and distributors as having been for the most part too 
devious and complicated. 


“An enormous waste of time and money is involved 
in the continued efforts of sellers and buyers to learn 
the lowest prices current in their particular markets and 
in the dickering necessary to obtain or place orders. 
Salesmen and purchasing agents become sleuths search- 
ing for that lowest price. From these practices has 
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arisen a chain of evils incalculable in their scope. Price 
discrimination, secret rebates and unfair methods of 
competition have inevitably followed. 

“Tt is better, wiser and more businesslike for men 10 
act out of full knowledge than out of ignorance. The 
public announcement of price schedules does not restrain 
trade and it is not a crime for one to learn the prices 
at which his competitor is selling his goods. If such 
be not in the public interest, then ignorance should be 
exalted as the patron saint of business.” 


@ IN the codes of various manufacturing groups, the 
terminology used is frequently confusing. This, no 
doubt, can be laid partially at least to the fact that such 
terms as distributor, jobber, wholesaler, dealer and mill 
supply house have come through long usage to be 
applied to the same kind of distributing organization. 
In other words, in speaking of a distributor of indus- 
trial supplies and machinery, one fellow may use the 
word dealer, another jobber, another wholesaler and so 
on down the line. Before NRA, the free interchange 
of these various terms in referring to one and the same 
kind of organization was often confusing, but now with 
industry being mobilized under Codes, it could in addi- 
tion very easily be a means of discriminating against 
the legitimate distributor by permitting manufacturers 
to set up trade classifications in their codes under which 
could be included organizations not entitled to purchase 


at as good or better discounts than the established dis- 
tributor. 


@ IN a most enlightening article, appearing elsewhere 
in this issue, J. F. Stephens, Gustin-Bacon Manufactur- 
ing Company, Kansas City, delves into many of the prob- 
lems facing this industry. Not only does he state each 
problem in a clean-cut manner, considering the manu- 
facturer’s as well as the distributor’s side of it, but he 
also submits for the industry's consideration, a practical 
program which if enacted would go a long way towards 
correcting many unsatisfactory situations. Mr. Stephens 
has been a manufacturer as well as a distributor, so he 


has a broad viewpoint. Don’t fail to read what he has 
to say. 


@ ANOTHER thought-provoking article concerning 
sales promotion and advertising methods as applied to 
the distributing business from the pen of John D. Stod- 
dard appears in this issue. Of particular interest are 
the results of a survey Mr. Stoddard conducted among 
110 industrial users. 


@ MOST distributors conduct regular sales meetings, 
some weekly, others monthly. The usual plan is to 
invite some manufacturer to present facts concerning 
his line and let it go at that. The result is that the men 
pick up a little information and sometimes retain part 
of it, but frequently too little of the information dished 
out is retained for later use in sales calls. It was with 
the idea of increasing the effectiveness of sales meetings 
so that the salesmen would profit from them to the 
fullest extent that the Queen City Supply Company 
launched a new plan for checking results. Read about 
it on* page 7. 
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Queen City sales meetings are held on Friday night. 
covered. This group, photographed at a recent meeting, includes: 





Each man is quizzed the following morning on information 
Front row, left to right: A. Parrock, Bob Duscher, 


M. Kauther, Paul Lucas, L. Bennett, A. Blanz, and H. G. Burton, purchasing agent. Second row: John Miller, Larry 
Lang, Paul Bruer, H. F. Seymour, Columbian Vise Company, Waldo Butler, treasurer and sales manager, J. H. Black- 
ham, vice-president, Van Weaver, R. Wiefenbach and J. Mundhenk. 





Under the aggressive lead- 
ership of Fenton Snodgrass 
and Waldo Butler, the 
Queen City Supply Com- 
pany, Cincinnati, land- 
mark founded by George 
Puchta, is aiming at a 
profitable 1934. As a first 
step, a new plan of sales 
management and anew 
idea in sales meetings have 
been developed. Every dis- 
tributor, with ambition for 
a well informed, work- 
planning sales staff will be 
interested. Every salesman 
with plans for a new car 
this year will find ideas 
here which will help it 
matertalize 
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Now Each Salesman Is His Own 


Sales Manager 


SYSTEM of sales manage- 
ment in which each salesman 
is his own taskmaster and a 


series of sales meetings which really 
accomplish salesman education fea- 
ture the 1934 plans of the Queen 
City Supply Company, Cincinnati, 
Ohio. 

Working together, Fenton Snod- 
grass, president, and Waldo Butler, 
treasurer and manager of sales, have 
developed a sales management system 
which is based on that outlined in 
Mitt Suprries for October, 1933, 
but which is somewhat more flexible 
and simple. 

In the past, the company tabulated 
its sales by principal lines and fur- 
nished each salesman with an analysis 
of his month’s sales. This system, 
to be sure, indicated in which direc- 
tion a man was excelling and in which 
he was weak but it had one serious 
drawback. The month had passed 
and the salesman’s natural reaction 
to weak sales on a particular item or 


line was a promise to himself that 
he would do better the coming month. 
However, human nature being what 
it is, this promise was quite easily 
forgotten or, if kept, produced re- 
sults one month late. 

The Queen City sales management 
plan, model 1934, is designed to fore- 
stall such a contingency. It is based 
on the theory that a man’s memory 
can be trusted just so long and that 
only by checking up frequently can 
he accomplish the tasks to which he 
sets himself. It recognizes further 
that the mill supply business is one 
of a thousand and one details and 
that only by careful planning can 
the average man satisfactorily attend 
to his share of them. 

The management has selected, as 
a starter, 12 principal lines. Each 
salesman is given a chart, such as 
is shown in Figure 1, firmly fixed 
in a manila folder. It will be no- 
ticed that the 12 lines are spaced 
across the top while the horizontal 


7 
























































On a chart of this type, each salesman is required to enter his daily 


sales on each of twelve selected lines. 


daily. 


Invoices are furnished each man 


The lines shown above are purely fictitious, the actual chart 


showing the manufacturer’s name for each line. 


spaces are for the working days of 
the month. 

Copies of every order received 
from a salesman‘s territory are given 
to him each day. He extracts from 
these copies the total sales for that 
day on each of the 12 principal lines 
handled. 

The result is obvious. If the fif- 
teenth of the month rolls around and 
columns “C” and “F” are still to- 
tally blank, Mr. Salesman says to 
himself, “Say, boy, you had better 
dig up some business on electric 
drills and gears pretty darned soon 
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if you don’t want that column blank 
at the end of the month when you 
take it in to the boss!” 

All salesmen and sales managers 
will recognize that just one “think” 
like that is worth 60 admonitions 
from the sales manager that he had 
better get busy on electric drills and 
gears. Each salesman is, in reality, 
running a little business of his own, 
and while he is the whole sales force 
he, the sales manager, will drive that 
sales force to the limit to make his 
record a good one. 

Psychologically, the scheme is as 


sound as a nut and what’s more, it 
ties in beautifully with the general 
sales management and educational 
plans of Mr. Snodgrass and Mr. 
Butler. 

While only 12 lines are being 
checked on closely at present, the 
system, of course, readily lends it- 
self to expansion. Consider what 
this will mean to the sales manager. 
He will know immediately the sales 
month is completed just where the 
weakness of his force has been and 
can lay his plans accordingly. Sales 
meetings for the following month can 
be planned with the idea of correct- 
ing deficiencies and qualifying every 
man to do a real sales job on the 
lines which were the weakest the 
previous month. 

However this advantage is lost if 
sales meetings do not product the ef- 
fect for which they have been de- 
signed. The executives at Queen 
City realized this and hit upon a 
scheme for insuring each sales meet- 
ing against failure to secure results. 

Either Mr. Butler or Mr. Snod- 
grass usually the former attend the 
weekly sales meeting which is con- 
ducted along the usual lines with 
manufacturers’ representatives fur- 
nishing the piece de resistance of the 
program. 

All meetings are scheduled for 
Friday night and begin at about 
seven o’clock. The choice of Friday 
night has been made on the theory 
that the week’s work is fresh in the 
men’s minds and they are not apt to 
be thinking about the golf game they 
are going to have in the afternoon 
or the big time they had on the pre- 
vious night. 

Every effort is made to make the 
meetings as interesting as possible. 
One of the salesmen is assigned to 
conduct each session and all are en- 
couraged to enter freely into the 
discussion. 

Nor is much difficulty experienced 
in attaining this result since each man 
knows that on the following morning 
or as soon thereafter as possible, he 
he is going to be quizzed on the ma- 
terial discussed. 

The executive present at the meet- 
ing takes notes from which a set of 
questions is worked out. The other, 
who was not present at this meeting, 
calls each salesman into his office and 
gives him an oral examination which 
brings out all points discussed. 

Queen City is aiming to develop a 
well-informed (Continued on page81 ) 
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Problems Facing This Industry 


By J. F. STEPHENS 


General Manager, Industrial Department 


AN the distributor exercise 
C any control over manufac- 

turers’ selling policies, or is 
this something beyond his scope of 
influence ? 

Just what shall constitute a dis- 
tributor of industrial supplies. Can 
the association’s definition of a dis- 
tributor and its interpretation be 
made to be respected by manufac- 
turers through the operation of a 
distributor’s code? 

Has the distributor’s business been 
advantageously or adversely affected 
by the operation of the distributor’s 
code and the many manufacturers’ 
codes? Can we hope to correct, 
through the operation of codes, un- 
fair policies of manufacturers and 
other trade abuses which have af- 
fected our industry in the past? 

Any fair decision on these matters 
must necessarily involve considera- 
tion of a great many factors. 

Most of the things that are wrong 
with the distributor from the manu- 
facturer’s viewpoint and that are 
wrong with the manufacturer from 
the distributor’s viewpoint have ori- 
gin in policies of either the distribu- 
tor or manufacturer that controvert 
sound economic thinking. 

It is elemental that the distributor 
must justify his right to a place in 
the chain of distribution by perform- 
ing merchandising functions at less 
cost than the manufacturer can per- 
form the same functions for himself. 
Otherwise, there is no manufacturer 
who would not prefer a direct iden- 
tity with consumers of his product 
than an indirect one effected through 
distributors. 

This is but the equivalent of say- 
ing that a distributor must obtain 
within a certain trade area as much 
business as the manufacturer could 
obtain at the same selling prices and 
make his profit out of a margin of 
profit no larger than what would be 
a manufacturer’s percentage of ex- 
pense in obtaining a like volume of 
business. When he fails to do this, 
either by reason of a better knowl- 
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Gustin-Bacon Manufacturing Company, 
Kansas City, Missouri 


In this article, Mr. Stephens 
discusses such vital questions 
as distribution costs, adequate 
profit margins, types of dis- 
tributors from the standpoint 
of services rendered and trade 
classifications established by 
manufacturers. Further, he 
suggests a definite program for 
the industry’s consideration 
which would be fair to manu- 
facturer, distributor and user 
and which would correct 
many existing trade abuses.. 
For many years employed in 
a sales and sales executive ca- 
pacity with an _ important 
manufacturer and now with a 
distributor, Mr. Stephens has 
a broad understanding of in- 
dustrial distribution problems. 


edge of the market which he covers 
or by spreading his cost of solicita- 
tion and distribution over several 
lines, a distributor loses his right to 
a place in the chain of distribution 
and must give way to some form of 
distribution that is more efficient. 
Now, if it were possible to ascer- 
tain the manufacturer’s cost of ef- 
fecting a certain volume through di- 
rect distribution within a _ given 
territory, and if it were possible for 
the distributor to know exactly his 


SALES FACTS 


Hose 
| AVERAGE SALE $25.80 
| AVERAGE TURNOVER 3.4 
| UNIT TOTAL VOLUME* 4 


*Sales on packing are one-half of abrasive products, one-fourth of hose and 


one-twentieth of belting. 


cost of distributing this manufactur- 
er’s products in like volume, the 
solving of all problems would be 
comparatively simple. Unfortunate- 
ly, this is not the case. 

On the basis of statistics assem- 
bled by the National Supply and Ma- 
chinery Distributors’ Association 
from 38 representative mill supply 
distributors in all parts of the coun- 
try over the past several years, one 
striking fact is apparent. The aver- 
age distributor gross margin of 
profit over all lines between and in- 
cluding the years of 1924 to 1928 
was approximately equal to his ex- 
pense. In 1929, there existed about 
a 2% advantage in margin over ex- 
pense. In 1930 the expense was 3% 
higher than the gross margin. In 
1931 and 1932 this deficit of margin 
broadened to 5% and then to 8%. 

In 1931 and 1932, turnover de- 
creased from 314 to 4% times to 2% 
and 2™% times in the respective years, 
and in 1931 and 1932 the percentage 
of expense did not include interest on 
capital and surplus. 

Thus, we may make our first con- 
clusion, based on these statistics, that 
the margin of profit available to effi- 
cient, representative distributors over 
the past eight years, derived from all 
lines, has been decidedly insufficient. 

If all the lines handled by a dis- 
tributor had been of equal volume, 
of like turnover, of like margin of 
profit and of like cost of solicitation, 
warehousing and servicing, we would 
have prima facie evidence of insuffi- 
cient margin to lay before all manu- 
facturers. (Continued on next page) 
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Packing Products | Belting 
$9.00 $25.60 | $64.80. 
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What constitutes a fair profit on one line may be wholly inadequate on another 








However, because no two lines are 
alike in these respects, we find our- 
selves without facts to convince any 
manufacturer that his profit margin 


is inadequate. All manufacturers 
are imbued, honestly or otherwise, 
with the thought that the proposition 
which they lay bef6re the distributor 
is in all of its aspects a profitable 
one. 

It is, therefore, my personal opin- 
ion that facts or figures do not now 
exist sufficient of themselves to settle 
questions of this kind. 

There is probably not a distributor 
today that is in a position to prove 
that a particular line is profitable or 
unprofitable, for in such determina- 
tion all of the following factors must 
be considered : 

1. The potential volume available 
within a given trading area as it is 
obvious that a certain dollar volume 
can be obtained at less expense on a 
line having a potential of one-half 


million dollars than on a line with a 
potential of fifty thousand dollars. 

2. The average size of orders. 
Commodities that must be sold and 
shipped in orders of ten-dollar size 
are more expensive to distribute than 
commodities which can be sold and 
shipped in an average size order of 
one-hundred dollars. 

3. Where the investment in 
stocks is to be made by the distribu- 
tor, the annual turnover of the line 
is important. 

4. Obsolescence, remnants, break- 
age and other handling losses have a 
definite effect on profits. 

5. The degree of technology in- 
volved in the sale of the products 
which determines whether it can be 
handled by average salesmen or only 
by men with special training. 

6. Just what function in the han- 
dling of the line is the distributor re- 
quired to perform, such as warehous- 
ing, selling—and in connection with 








Thought-Provoking 


Statements 


1. Most of the things that are wrong with the distributor trom the 
manufacturer’s viewpoint and that are wrong with the manufacturer 


from the distributor’s viewpoint have origin in policies 


of either the 


distributor or manufacturer that controvert sound economic thinking. 


2. It is elemental that the distributor must justify his right to a 
place in the chain of distribution by performing merchandising func- 


tions at less cost than the 
tions himself. 

. Because no two lines are 
it is obvious that different 
Facts are not now available 
a manufacturer that the 
tors is an unprofitable one. 


lines 


4. Any attempt to put all distributors in the same category 
otherwise, 


by trade definition in the code or 

5. Trade groups cannot legislate 
of distribution for, while the 
vides against the oppres 
as to make large and more 
which may be the result 

6. We, 
who elects to sell 
the 


but we 
while 


direct, 
manufacturer who, 


nizing volume 


manufacturer can perform the 


alike 
must 
in this industry 
proposition 


out of 
National 

sion of small business, it cannot be so applied 
efficient business 
of smallnesé itself. 

as distributors can have no quarrel with the manufacturer 
certainly 
presumably 

merchandising through the dis tributor, 
i consumer business in 


same tunc 
In respect 


to distribution costs, 
allow 


different profit margins. 
with which to convince 
which he has to offer distribu- 


, whether 
unsound. 
any efficient media 
Act rightfully pro- 


is economically 
existence 

Recovery 

an inefficiency 


pay for 


do have a case 
carrying on a 
has his 
which he 


against 
policy ot 
arbitary way of recog 
denies the distributor 


the right to participate or requires him to participate at an impossible 


margin of profit 


7. I do not think that distributors, acting individually or collectively, 
can declare a line unprofitable and get corrective action from manu- 


facturers unless they are 
the ; 
8. 


ina position to 
assembling of which no provisions have as yet been made. 


adduce facts and figures fot 


Let’s assemble distribution cost data by lines and then encourage 


manutacturers to establish selling policies on the basis of the economics 


of the 
are 


transaction 
arbitrarily 


and not 
determined. 


on the basis of trade classifications that 








selling to just what degree his efforts 
are supplemented by those of manu- 
facturers’ representatives—capital in- 
vestment, delivery and servicing. 

Our studies of various lines, for 
instance, reveal that our average 
sales over a certain period in hose 
were $25.80 with a stock turnover 
of 3.4 times; in packing $9.00 with 
the turnover 4 times; in abrasive 
products $25.60 with turnover of 4 
times, in rubber belt $64.80 with a 
turnover of 4.4 times. Over this 
same period, our total sales of pack- 
ing amounted to about one-half of 
the total sales of abrasive products, 
one-fourth of the sales of hose and 
one-twentieth of the sale of belting. 

It is apparent from these facts 
that what constitutes a satisfactory 
margin of profit is necessarily dif- 
ferent on the four lines cited. 

Now, if such figures were submit- 
ted to a manufacturer, it might be 
contended, and perhaps rightfully, 
that we, as a distributor, were not 
doing a representative job on the 
product which appeared in an un- 
favorable light. On the other hand, 
this is an argument behind which a 
manufacturer can always cloak an 
inadequate margin of profit and it 
seems to me that there is a need for 
assembling such data on the basis of 
individual lines through the distribu- 
tors’ associations before proper de- 
cision can be made as to whether a 
line is profitable or unprofitable. 

Now let us consider the matter of 
functions to be performed by dis- 
tributors. Any manufacturer who 
has given study to this question 
knows full well that there is a great 
difference in distributors, both as to 
their ability and willingness to per 
form all or any one of the necessary 
merchandising functions. 

From my past experience with a 
manufacturer, I know of many so- 
called mill supply distributors who 
depend to a very large extent on the 
manufacturer’s factory stock or his 
branch stock and who order in quan- 
tities which represent actual sales, 
thus requiring the manufacturer, 
who would distribute through them, 
to assume remnant and obsolescence 
charges, as well as the expense of 
maintaining complete factory and 
»ranch stocks. ‘there are other dis- 
tributors who buy belting in rolls, 
hose in reel lots, packing in case lots 
and carload quantities of various 
other commodities and who maintain 
such stocks of their own as to make 
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it unnecessary for the manufacturer 
to carry factory or branch stocks. 

There are distributors who are to- 
tally incapable of performing a com- 
plete selling function for the manu- 
facturer, but who insist upon the 
daily assistance of a factory repre- 
sentative; in fact require his han- 
dling of all important inquiries. Op- 
posed to that are distributors who 
have staffed their organizations with 
men wholly competent to represent 
the manufacturer fully on the selling 
function. 

There are distributors who refuse 
to cooperate with the manufacturer 
in the advertising of his products and 
there are those who are willing to as- 
sume their share in this respect. 

In my opinion, any attempt to put 
all distributors in the same category, 
whether by trade definition in the 
code or otherwise, is economically 
unsound. 

It has been the custom of most 
manufacturers in the past to compen- 
sate the distributor who could com- 
pletely represent him on a different 
basis than the so-called distributor 
who made it necessary for the manu- 
facturer to perform most of the mer- 
chandising functions. 

I do not think the day will come 
when, by enactment or otherwise, 
trade groups can legislate out of ex- 
istence mail-order houses, chain 
stores or any efficient media of dis- 
tribution for, while the National 
Recovery Act rightfully provides 
against the oppression of small busi- 
ness, it cannot be so applied as to 
make large and more efficient busi- 
ness pay for an inefficiency which 
may be the result of smallness itself, 
Carrying this reasoning but one step 
farther, a distributor who purchases 
from the factory in expense-saving 
quantities should not be made 
to shoulder part of the expense 
of the distributor who creates expense 
for manufacturers by buying in 
quantities of his own determina- 
tion and by creating the need for 
manufacturers’ stocks. 

Now let us turn our consideration 
to the manufacturer and his selling 
policies. Every distributor knows 
that one of the most crying abuses 
of sound merchandising is to be 
found in the trade classifications es- 
tablished by manufacturers. There 
is first the so-called list of national 
users with which every industry is 
afflicted. A large user in the light 
of the reasoning just applied to the 
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A Suggested Program 


1. Drop the endless discussion as to trade classification, which never 
leads to anything constructive, and give consideration wholly to a 
basis which adequately recognizes the economic functions performed. 

2. Mill supply distributors, through their trade associations, should 
assemble complete facts on the cost of distributing each of the various 
lines that make up the mill supply business. 


3. In possession of this cost information, distributors should ap- 
proach each of the manufacturing trade groups and request that they 
frankly disclose the costs of their direct distribution to the industrial 
trade. A vast majority of manufacturers are distributing direct in 
some markets, whether by choice or inability to get satisfactory dis- 
tributor outlets. If it can be shown by distributors nationally that 

a certain line has a certain average margin of profit for the distributor 
pie that upon the basis of the inherent nature of the line and the 
way it must be merchandised, this margin of profit is inadequate, 
we should make it incumbent upon the manufacturers either to prove 
through the figures of their own direct distribution that the distribu- 
tor’s costs are high, or by collective action refuse to handle that par- 
ticular line on the basis that it unfairly penalizes the profitable lines 


or requires the distributor to do business below cost. 


4. Urge manufacturers to establish wholesale units. 


These whole- 


sale units should be identical with production units, whenever possi- 
ble. Thus, in mechanical rubber goods, the units would be a reel of 
hose, a full roll of transmission belting, a 200-pound roll of red sheet 


packing. 


Purchases in these wholesale quantities, whether by the distributor 


or the consumer, should be rewarded by a differential representing 
the economic saving made possible by such purchases. 


Thus, all trade classifications, 


such as national corporations, large 


and medium-sized buyers, would vanish in the light of the account 
either purchasing in wholesale quantity or not. 

5. Encourage all manufacturers to establish a factory price on 
materials that are subject to normal production schedules as to de- 


livery. The expense to the manufacturer in providing factory 


and 


field stocks ought to be charged against the purchaser who makes 


such factory and field stocks necessary. 


In other words, establish a 


differential for orders which are subject to factory production. 

6. Manufacturers should establish a policy of requiring the distribu- 
tor to pay his rightful share of the expense of their representatives 
located at points other than at the manufacturers’ locations. 


If the distributor is given the full time of a factory representative, 


he should be required to assume his full expense; 


if he is given one- 


half time, one-half of the expense and if he requires no sales assist- 
ance, the distributor should be entitled to a differential equal to the 


expense of a field representative. 


7. Any quantity purchase beyond that of a factory package 
wholesale unit above set forth, as for instance the carload lot, 
be rewarded with a price differential. 


be accorded to all classes 
quantities. 


or 
should 
This price differential should 


of buyers who may purchase in such 


8. The manufacturer, who offers a consigned stock, should adopt 
a policy of requiring the consignee to pay interest charges on the 


investment represented by the consigned stock. 


Any other expense, 


such as remnants, obsolescence and the like should be paid by the 
consignee as the one who has created it. 





distributor, who by his purchasing 
practices saves the distributor or the 
manufacturer the cost of small ship- 
ments, the cost of soliciting and serv- 
ing numerous locations, transporta- 
tion expense and remnant losses, is 
certainly entitled to better prices than 
the user who buys in expense-creat- 
ing quantities. Therefore, the so- 
called national corporation that con- 
centrates its volume and purchases 
in expense-saving quantities should 
have different consideration from the 
so-called national corporation that 


merely makes a contract that guar- 
antees certain volume but makes it 
necessary for either the manufac- 
turer or the distributor to sell and 
serve many locations in small quan- 
tities. 

If the above reasoning is sound, 
we begin to see that, while it might 
be discrimination to reward sheer 
volume itself with a better price, it is 
proper to reward that kind of volume 
which makes possible an economic 
saving on the part of either the dis- 


tributor or (Continued on page 62) 
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Y ANALYZING 
our potential ac- 
counts regularly, 


we find old industries be- 
ing revived and new ones 
dotting the horizon. 
Where old industries are 
being revived, it is a sim- 
ple matter to look back 
over our transactions 
with the major compa- 
nies of those industries 
in past years in order to 
make out a list of their 
supply requirements. 
With new _ industries, 
such as distilling, for ex- 
ample, it is necessary to 
seek out some veteran in 
the mill supply game, or 
to go direct to the dis- 
tillery and study require- 
ments first hand. This 
latter method is usually 
more satisfactory as it 
provides an opportunity 
to meet engineers and 
plant superintendents as 
well as to study immedi- 
ate needs. 

It is interesting to 
watch how each business 
quarter offers new op- 
portunities in a different 
field. During the past several months, there has been 
a veritable parade of opportunities for the industrial 
distributor. First, the breweries began rehabilitating 
their memory-laden cellars. Then actual brewing flooded 
the nation with 3.2% beer and lifted the morale of the 
mill supply house to a new high. On the heels of this 
revival, followed a renewal of activity in the woolen 
mills. It was not as spectacular, perhaps, as the bustle 
and hum which accompanied the influx of beer, but it 
provided a new and definite sales outlet nevertheless. 
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By 
D. A. CLAY 
The Swords Company, Rockford Illinois 





D. A. CLAY 


How We Are Taking Advantage 
of New Selling Opportunities 


The opening up of new industries and the revival of 
old ones are making the sales picture 


for distributors bri ‘ghter 


A re-awakening of the 
shoe industry followed 
the opening of the wool- 
en mills. Then furniture 
factories began resuming 
something of their old 
air of activity. And fi- 
nally, the rusty-hinged 
doors of distilleries 
creaked their way open 
to sound a_ climactic 
note of encouragement 
to the mill supply indus- 
try. 

In this dramatic pag- 
eant of events during 
the past few months, we 
have pointed primarily 
to the major revivals 
which have affected our 
territory here in Illinois. 
Each distributor, how- 
ever, will naturally en- 
joy a different industrial 
stimulus depending on 
the complexion of the 
territory in which he op- 
erates. 

There has been much 
talk, both for and against 
the N.R.A., but the fact 
remains that we are en- 
joying a fair and reason- 
able mark-up for the 
first time in years. Where before, a 5% or 10% profit 
was the order of the day, the distributor today can make 
a fair profit on most items he sells, a condition which 
has not existed in years. 

Generally speaking, the centralized buying office of a 
large industrial organization now buys on the same basis 
as its subsidiary buying offices. This price stabilization 
permits the distributor to secure the same profit from 
both his major and minor accounts. 

More manufacturers are leaning toward sales through 
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the distributor now than ever before. 
They are cooperating with their dis- 
tributors’ salesmen, helping them an- 
alyze their customers’ needs, actually 
going out on the job with them. We 
have found it necessary to revise our 
list of sources slightly in order to 
favor those manufacturers who have 
had a sound distributor’s policy dur- 
ing the lean years. 

With the cooperation we are get- 
ting, plus our unequalled trucking 
service, we are eagerly charting our 
course in the direction of planned 
selling so that every ounce of sales 
effort expended will fall on fertile 
ground. We deliver goods twice 
daily within a 40-mile radius, and 
are able to guarantee 24-hour deliv- 
ery within an 80-mile radius. Lo- 
cally, our policy is to give night and 
day service, so if we cannot take ad- 
vantage of sales opportunities through 
planned selling, we are not entitled 
to a place in the economic picture. 

Let’s look over the industries 
which are buying industrial supplies 
and see what sales opportunities they 
offer. Our list of supply require- 
ments for distilleries includes power units, electric 
wiring, hose, belting and other transmission equipment. 

Many of the woolen mills in our territory have been 
closed for five years or more. Naturally, they require 
modernizing. First, they will need plumbers’ tools and 
supplies. Pipe lines and valves have deteriorated through 
long disuse and will have to be replaced or reconditioned 
if they are to stand water or steam pressure. 

Transmission equipment—everything from the power 
unit on up—should be included on the rehabilitation of 
woolen mills. Line shaft equipment should be changed 
all the way through; also belting. Due to the severity 
of the drives and the dampness, especially where the 
drives are fed by a water wheel, a good grade of belting 
is the first essential. 

Where the plant engineer is receptive to modern ideas, 
and where direct-motor drives are already in use, we 
suggest belt and silent-chain drives. As soon as a chain 
drive is installed, we watch for any worn parts and ask 
for the replacement business. 

In some of the older mills that are fed by a water 
wheel, it is not possible to use chain drives. However, 
there is considerable replacement business to be ob- 
tained on malleable sprockets and gears, and general 
transmission equipment. With a belt installation, we 
naturally watch to see that pulleys, bearings, and line 
shafts are okay. 


N any event, the needs of the mills are so great that 
there is a real opportunity for the sale not only of 
new equipment, but also used and repossessed. In fact, 
the list of replacements they require are so long that we 
instruct our salesmen to develop a presentation on a dif- 
ferent line for each visit. 
Major items on our list of materials to be sold to the 
shoe industry include motors to be connected direct to 
a battery of 5 or 10 sewing machines; also casters and 
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opportunities for the distributor. 
distilleries, automotive plants are again producing. Here is the barrel factory 
of a brewery, an excellent prospect for industrial supplies. 








During the past several months, there has been a veritable parade of sales 


Breweries, woolen mills, shoe factories, 


trucks to keep materials moving from one operation to 
the next. 

Local milling machine companies have also reflected 
the renewed activity of industry generally. Drills, ream- 
ers, taps and dies, nuts, and bolts head our planned sell- 
ing list for them. 

The provisions of the code on production tools have 
at last made it profitable to push these items. Before, 
they belonged in the 10% class, and-we were very will- 
ing to pass up this business. 


NCREASED wages and shortened hours make it 
necessary for all industries to strive for greater effi- 

ciency and lowered production costs, In the furniture 
industry, this has been reflected in the purchase of air 
compressing and paint-spraying equipment, electric glue 
pots, and other time-saving devices. We are also an- 
ticipating a demand for replacement business on fluid 
and air hose, couplings and other spray gun repair parts 
and accessories. 

During the cold weather, there was a slight dip in 
the output of beer, but lifting of the 3.2% restriction 
helped that situation somewhat, especially since the price 
of distilled beverages is not within reach of the masses. 
Then, too, with warmer weather ahead, beer consump- 
tion and production is likely to pick up. Hence, the 
breweries are still live prospects for packing, brewery 
hose, transmission equipment, valves, pipe, roller convey- 
ors, brushes, brooms, and general maintenance supplies. 

It is quite evident from the progress of the general 
recovery program, that there will be a larger outlet dur- 
ing the coming year for the sale of automobiles. With 
4,000,000 newly created jobs, there is bound to be an 
upward trend in the small car field. Also, industry in 
general will be putting more salesmen on the road. This 
increase in automobile sales has (Continued on page 34) 
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FLOOR DISPLAYS 
Left: A well stocked floor room is 
a good advertisement. In the fore- 
ground is a deep well power head 
rigged to pump water from tanks in 
the basement for display purposes. 


































SHOW CASES 


Right: Show cases offer the dis- 

tributor the ideal means of display- 

ing small items effectively. In many 

instances too little attention is given 
to attractive arrangement. 


Can Distributors Make 
Advertising Pay? 


By 
JOHN D. STODDARD 


Iowa Machinery and Supply Company 
Des Moines, Iowa 


The second article by Mr. Stoddard dealing 

with one of the most difficult problems fac- 

ing every industrial distributor —sales pro- 

motion. Of the first, one manufacturer said, 

‘That is one of the finest ariicles you have 
ever run in Mill Supplies”’ 


HE subject matter of last month’s article was 
confined almost entirely to the promotion of busi- 
ness by direct mail methods. It has been pretty 
well established that this method leads all others in 
effectiveness as far as industrial supply houses are con- 
cerned but there are supplementary means of sales pro- 
motion which should not be overlooked. Among these 
are catalogs, house organs, envelope enclosures, window 
displays and showroom exhibits. 

In an effort to check the effectiveness of three of these 
supplementary advertising mediums, I submitted three 
questions to 110 buyers of industrial supplies in our dis- 
trict. The questions and a tabulation of the answers re- 
ceived appear on the opposite page. Although not by 
JOHN D. STODDARD any means conclusive proof, these answers are indicative 
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of the trend of thought among users. 

First, house organs certainly must 
be acknowledged as a potent adver- 
tising tool of the distributor. As they 
are a variety of direct mail advertis- 
ing this is in keeping with my state- 
ments in a previous article in regard 
to the relative importance of different 
phases of mill supply advertising. 
A house organ gives the distributor a 
chance to introduce new articles as 
well as further press his regular lines 
to a select customer and prospect list 
by means of a well directed, efficient 
campaign. If it is not a syndicated 
product it gives the house a real 
human personality which is invalua- 
able and cannot be secured in any 
other manner. 

Of course, its disadvantage is the 
cost in both time and money it re- 
quires. However, should any dis- 
tributor ever reach a situation where 
he feels additional funds should 
be appropriated for advertising, he 
should certainly give a house organ some consideration. 

The success of this type of promotion in other fields 
has been astounding and there is not one single thing 
in the distributor’s merchandising set-up which will not 
lend itself readily to the success of a house organ. 
Countless numbers of our manufacturers are employing 
it monthly to promote sales and good will. We are all 
familiar with the little book entitled the “Houghton 
Line” which started with 350 copies and within a short 
time was circulating over 100,000 copies all over the 
world, and incidentally helping to build up a million dol- 
lar business. 

The very poor showing of envelope enclosures was 
almost to be expected. In the majority of cases the 
actual purchaser never even knows that it was sent out 
The enclosure usually is thrown in the waste-basket by 


the fact that 
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1 - DO YOU THINK HOUSE ORGANS HAVE INFLUENCEO 
PURCHASES 


2- 00 YOU THINK ENVELOPE ENCLOSURES 
YOUR PURCHASES OF MILL SUPPLIES ? 


3 — WOULD WINDOW DISPLAYS IN MILL 
EFFECTIVE /F DISPLAYED 
WHERE POSS/IBLE, NET PRICES TAGGED ON THEM ? 





BEFORE 
To the pedestrian or truck driver, 
the business block 
shown at the left harbors a supply 
house is a deep, dark secret. 


AFTER 
The expenditure of a very few 
dollars provides positive, quick 


identification in 
sign. While advertising of this type 
is hard to test for effectiveness, its 
possibilities should not be over- 


looked. 


the form of a 





YOUR 
(o) ie, 1] a RY 0) 2) 


HAVE INFLUENCED 


YES 4% 


NO 96% 


SUPPLY HOUSES BE MORE 


ARTICLES HAD LIST PRICES, AND 


YES 92% 


A survey made by Mr. Stoddard among 110 industrial users revealed the 


above results. 


the person opening or classifying the mail and even in 
case it is passed on to the actual buyer, its value seems 
to be very doubtful. Some customers even went so far 
as to say that they were aggravated by any mail enclos- 
ures as they cluttered up their desks. We have used 
them for many years and actually know of several ma- 
chines being sold through their use, but in the long run 
we feel that they are unprofitable and confine their use 
to special advertising campaigns or items we intend to 
clear out at a discount. 

In regard to pricing articles on display our result is 
substantiated by many actual experiments along this line. 
Usually three times as many people will look at a display 
with the price indicated, than at the same display with 
no prices. Furthermore, the people who stop in the 


first case will usually pause (Continued on page 34) 
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Helping Salesmen Sell More 


No business can be successful unless there is com- 
plete cooperation in every branch of that business 
with every man on the staff doing his bit to keep 
customers satisfied and interested in buying as 
many items sold by the company as possible. This 
job of promoting sales is not one for the salesman 
alone. We have found that business is increased 
through working closely with the salesman on his 


individual sales problems. 


S EVERY alert salesman knows, a great many im- 
A portant points arise in connection with the sales- 
man’s contacts that are not seen in the average 
report, which includes merely the calls made and the or- 
ders secured. 

Consequently, we decided that a salesman’s report— 
different from the usual run—was necessary if we were 
to give the greatest possible cooperation to our men in 
the field. The front of the report blank, which we finally 
decided upon, follows somewhat the typical form, with 
the exception of the space left for indicating results. We 
are very much interested in whether the customer is dis- 
satisfied with our service or goods, and whether or not he 
purchases items elsewhere about which he has talked with 
our salesmen. 

The back of the report, which the salesmen for many 
companies leave blank, gets special attention. If the cus- 
tomer has asked for a quotation on pulleys for example, 
it is noted on the report. Later we follow through, re- 
minding our salesman of the customer’s interest in this 
line, so that he will not forget it when he makes his next 
call. If he buys the pulley and places no order for the as- 
sociated items, we again remind our salesman. In many 
cases, additional sales have been made through this kind 
of cooperation. As good as a salesman’s memory may 
be, it’s a little too much to expect him to remember all 
the important facts about the customers on whom he 
calls. Again, this coaching made possible by our report 
system, teaches the salesman to think of associated items 
so that, in the long run, less sales supervision is required. 

If an assistant to the buyer is employed in a plant, 
this fact is shown on the report, The office girl who 
handles reports notes this and the name of the assistant 
is placed on our mailing list, even though we do not 
solicit orders directly from him. We feel that in doing 
this we are recognizing his presence and influence and 
paving the way for future business should there be a 
change of personnel. 

Reports are filed in the office and the salesman does 
not keep a copy. When he is again to call in a territory, 
he goes to the file and perhaps sees a notation asking 
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Here’s how we do it. 





An Interview with 


HOWARD M. SAGER 
Sales Manager 
Sager-Spuck Supply Company 
Albany, New York 
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him to discuss a cer- 
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tain account with us 
before making the 


call. In this way, we 


DAILY REPORT 


SAGER-SPUCK SUPPLY CO., Inc. 


Date Maw 27. 19344 





can give our personal Salesman 
attention to every cus- 
tomer of the house FIRMS CALLED UPON 


(Below kindly Gil in the names of all firms upon whom 
you called, whether customers os prospects, indicating 


without actually tak- 
ing the time to make 
calls. 


the results obtained by check marks in the appropriate (In this column please show the cities BUYER z } 

columns at the right. Without this information cooper- “and towns visited in their order.) : efi 3 f 
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RESULTS 
(If you have other infor- 
ma! to transmit, use 
the space below.) 
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orders from new cus- 
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makes a notation on 
the back of the report 
blanks. The office girl 
then makes out a card 
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on the firm reported, 
if it is a prospect, or 
notes the first sale if 
it is a prospect that 
has just placed an or- 
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We are insistent on Hotel City 
having names spelled i 
correctly as the mis- Mbaray 
spelling of a name is _ oa ae 
a constant source of Wed ‘ 
irritation to the cus- Sn — 
tomer. Occasionally, ee eee. Le 
some salesman calling ag 
on us asks our name Sat. eeemeneans r nen 











and address during 
the course of his in- 








terview, even though 
it is plainly marked 
on the door. This 
habit not only wastes 
the time of the cus- 
tomer, but impresses 
him with the fact that the salesman is after all a 
stranger, unfamiliar with his requirements. Our own 
men learn the names of customers in a more tactful 
manner. 

In the accompanying report form, it will be noted that 
the space for remarks occupies about one-third of the 
first page, but the salesman usually carries this over, 
filling most of the back of the report with detailed in- 
formation regarding his accounts. Our men are ex- 
pected to keep us informed on all details regarding the 
customer’s dealings with us and it is only by perfect 
frankness on their part that we are able to help them 
increase their sales. 


HANGES in a customer’s set up are noted in the 

report and we are confident that there are few dis- 
tributors with a more accurate mailing list than ours. 
These firm names are classified according to industry so 
that we may send them direct-mail material on lines for 
which they are active prospects without checking our en- 
tire list each time. In addition to manufacturers’ litera- 
ture we send out multigraphed sheets on special items. 
These are lightened with a humorous cut at the top of 
the sheet. This helps attract the prospect’s attention. 
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The front of the report blank follows somewhat the typical form with the exception of 
the space left for indicating results. The back of the report is used to jot down any 
important facts concerning the account which may be helpful on later calls. 


Thus, through the use of a simple report blank, prop- 
erly filled out by our salesmen, we are able to maintain 
a clear picture of every account on our books and at 
the same time, aid our salesmen in doing a better selling 
job. Thus, both the house and the salesmen profit and 
profitable results, after all, are what every distributor 
and salesman are looking for. 


- IS often true that salesmen don’t like to be bothered 
with the details of sending in complete reports con- 
cerning each call made, either because they feel that it 
isn’t necessary or because they believe the information 
isn’t put to good use after they have gone to the trouble 
of preparing it. Our men were thoroughly sold on the 
need for such information on the basis that it would be 
checked by us in the home office and then used to help 
them in their future selling. We have been particularly 
careful to follow through properly, realizing full well 
that we have a responsibility to our men in aiding them 
to take advantage of the sales facts which they are con- 
tinually digging up. As a result, sales reports in our 
company are not just a necessary evil or something to 
be prepared as a matter of routine, but rather an ac- 
curate guide to intelligent planned selling. 
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What this Buyer Needs 1s a 











* 42 I wonder on 
whose brushes 


en, 


— [cansave money? 
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Checking catalogs and price lists... important as they AVC... 





fails to point the right way to secure maximum savings on 


brush purchases. 
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“Brush Conscious” Salesman 











ANY industrial buyers of brushes — with a keen 
sense of responsibility — search constantly for 
lower prices. This endless search not only wastes 

time and complicates purchasing methods but fails to secure 
UNIFORM high quality — the ONE factor that determines 
maximum brush performance and low end-of-service costs! 
.... Users of Osborn Brushes are quick to discover that 
whether they buy brushes in quantities of one or a thousand 
or once or a thousand times — they receive UNIFORM 
high quality . .. maximum brush performance and low end- 
of-service costs..... To every salesman, recognizing the 
advantages of selling industrial brushes the Osborn way, 
Osborn offers complete assistance and a veritable storehouse 


of practical sales information about Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue, Cleveland, Ohio 


Sales Offices: New York — Detroit — Chicago — San Francisco 
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Why Distributors Can Sell Us 


“The local distributor has an ‘in’ on the industrial supply 
business placed by the City of Milwaukee,” says Mr. 
Nicholson, “because we have learned through experience 
that we can effect real savings by letting him take care of 


OT long ago, two local dis- 
N tributors came in to see me 
upon different occasions to 
find out if it were not possible for us 
to buy in larger quantities. They 
frankly admitted that it would make 
our account with them more profit- 
able. My reply was that of course 
we could buy in larger quantities, but 
if we did that, it would be cheaper 
to buy direct. Obviously, the dis- 
tributor’s function in the economic 
picture is to act as a warehouse for 
the consumer and give him daily 
service. For this convenience, the 
consumer should be ready and will- 
ing to pay the additional cost of buy- 
ing through him rather than direct. 
After a little sparring back and 
forth, we agreed on an arrangement 
which is making our business more 
profitable to them and is in no way 
weakening their service to us. The 
plan is this. Unless the item ordered 
represents an extreme emergency 
case, we understand that the dis- 
tributor will not make delivery until 
he has other stops in the immediate 
vicinity. The plan is working out 
successfully, and no doubt these dis- 
tributors are trying it out with their 
industrial accounts. 

I do not condemn these distribu- 
tors for their desire to make every 
account on their books profitable, but 
l do question their method of pro- 
cedure. If they had asked us to ac- 
cept slower delivery on staple items, 
we would readily have complied and 
never given the matter another 
thought. But, to ask us to buy in 
larger quantities admitted weakness 
on their part in fulfilling the dis- 
tributor’s function to industry. 
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our needs as they arise’’ 


By 


J. W. NICHOLSON 
Purchasing Agent, City of Milwaukee 





J. W. NICHOLSON 


Contrast this conference with an- 
other which occurred almost at the 
same time. Another local distributor 
came in to sell his services. He 
showed us where his warehousing 
and service facilities could re- 
duce our inventory, reduce interest 
charges, step up our turnover and, 
in short, knife store-keeping costs 
aimost in half. He explained that 
the distributor was not just a mid- 
dieman, taking his pound of flesh, 
but that he had a distinct and essen- 
tial service to render. The more we 
depended upon him to carry our 
stock, give store-door delivery 
promptly, keep us informed about 


new products and changing market 
conditions, the more we would be 
giving our tax-payers in return for 
every dollar of their money. By the 
time our interview was over, I had 
a renewed appreciation of the value 
of the distributor as an institution 
devised to save the consumer money. 
My experience since I have been 
given the responsibility of purchas- 
ing has borne out in every detail the 
advantages of buying in quantities 
sufficient to meet current require- 
ments only. By dint of costly ex- 
perience, the city has learned that 
money saved by anticipating require- 
ments months in advance often costs 
twice the amount in carrying charges. 
It costs Milwaukee approximately 
$2.00 every time a purchase order is 
issued. This covers the cost of is- 
suing all forms including the city 
order, voucher, purchase, order, and 
so on. When it is realized that the 
majority of the items are purchased 
in small amounts, the saving in buy- 
ing many items from one source is 
obvious. If we were to buy each 
small item from a different manu- 
facturer, buying costs would become 
excessive, but by consolidating orders 
with a few distributors, we are cut- 
ting purchasing costs appreciably. 
As Russell Forbes, secretary of 
the National Municipal League, 
points out, “In the average govern- 
ment, either state or local, the ex- 
penditures for supplies, materials 
and equipment consume from 20% 
to % of the current operating 
budget each year. In some govern- 
ments, the proportion is even higher. 
It is estimated that the governments 
of the United States—federal, state, 
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OT only has consolidat- 

ing orders by buying 
from the distributor helped cut 
personnel and inventory costs, 
but also has effected definite 
savings in the handling and 
redistribution of supplies and 
equipment by the delivery 
of orders direct to location. 








county and municipal—spend at least 
one billion dollars per year for sup- 
plies, materials and equipment. It 
stands to reason, therefore, that any 
method of purchasing which reduces 
carrying charges tends to increase 
the mileage of the tax dollar.” We 
have found that one of the soundest 
means of “increasing the mileage per 
tax dollar” is to consolidate our pur- 
chases where possible and thus cut 
telephone and telegraph charges, the 
cost of issuing many checks, clerical 
expense, and the time and effort nec- 
essary in dealing with many sources. 

Last year the City of Milwaukee 
reduced expenses more than $600,- 
000.00. I believe this was due to 
three factors : centralized purchasing, 
standardized specifications, and buy- 
ing from day-to-day rather than ty- 
ing up huge sums in commodities that 
may later have to be junked. 

But that saving is just the begin- 
ning. We still have a big job ahead 
of us. For instance, a study of our 
costs reveals that we must charge 
each $100 worth of supplies with 
$5.56 for storage facilities, despite 
the fact that low rental and no taxes 
are figured. The solution, I believe, 
is dependent in large measure upon 
rapid turnover which can best be se- 
cured through buying supplies for 
immediate need only. 

H. D. Heitmuller, general mana- 
ger of the C, W. Marwedel Com- 
pany, San Francisco, says, “If a user 
wants to buy at a lower cost than he 
can get from a distributor, he must 
save at least 15% on the original 
purchase price, and then turn the 
stock on an average of more than 
four and three-fourths times a year.” 
The truth of his statement has been 
demonstrated time and time again in 
our experiences during the last 10 
years. When I took charge of pur- 
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chasing in 1923, the stock on hand 
amounted to $75,000.00 in value with 
an annual turnover of about one and 


a quarter times. Since that time, we 
have been steadily reducing it until 
now it is not more than $25,000.00. 

One of the most important things 
I had to do was to spend considerable 
time with the bookkeeper going over 
the perpetual inventory cards with a 
fine tooth comb in order to eliminate 
the following: 

1. Stocks which deteriorate readily. 

2. Articles which readily become 

obsolete. 

3. Articles of a special nature used 

by only one department. 

Prior to 1923, we used to stock 
excessive inventories ‘of rubber hose 
and automobile tires. At one time, 
when we had $5,000.00 worth of 
tires on hand, rim sizes were sud- 
denly changed, and we were left 
“holding the bag.” Thus, any sav- 
ings made through low first costs 
were wiped out in one swoop. We 
had similar experiences on electrical 
equipment and refuse cans. We re- 
cently discovered that refuse cans 
represent our slowest-moving item. 
They are large and heavy and last 
indefinitely, if not stolen or run into 
by automobiles. Neither of these 
happenings occur more than once in 
10 years. Therefore, newly-annexed 
territory is our only outlet, and even 
then, stock on hand is unnecessary. 
It is cheaper to buy one can as we 
need it, rather than tie up even a 
small amount of money indefinitely. 
Formerly, it was the practice to keep 





66 E have learned that 

money saved by antici- 
pating requirements months in 
advance, often costs twice the 
amount in carrying charges... 
One of the soundest means of 
increasing the mileage per tax 
dollar, is to consolidate our 
purchases where possible and 
thus cut telephone and tele- 
gtaph charges, the cost of issu- 
ing many checks, postage 
charges, clerical expense, and 
the time and effort necessary 
in dealing with many sources.” 











ccf AST year, the City of 

Milwaukee, reduced ex- 
penses more than $600,000.00 
through centralized purchas- 
ing, standardized specifications 
and buying from day-to-day 
rather than tying up huge sums 
of money in commodities that 
may later have to be junked.” 





at least a dozen cans in stock. Now 
we carry none. This is true of many 
items. 

The bookkeeper and I also went 
over the cards for the purpose of re- 
ducing the maximum quantity of 
any article which was carried 
in stock to the smallest amount 
which could be purchased and 
stored advantageously. Most of 
the obsolete stock was taken 
off of our hands by consuming de- 
partments as a result of letters which 
we sent them from time to time. 
However, we were unable to unload 
the stock of lamp chimneys for the 
old kerosene lamps which were for- 
merly used in_ election booths. 
Neither were we able to move the 
Welsbach gas mantels which had 
been purchased years before. No 
doubt the buyer wads given a most at- 
tractive quantity price on both the 
lamp chimneys and the gas mantels, 
but nevertheless we were not success- 
ful in disposing them to anyone at 
any price, and they had to be de- 
stroyed. This illustrates the neces- 
sity of using a great deal of discre- 
tion in deciding upon what stock is 
to be carried at the storehouse. Any 
article which is likely to become ob 
solete because of radical changes and 
improvements in consuming methods, 
should not be carried in stock. 

At the same time we were reduc- 
ing our stock, we also set about to 
reduce the personnel of the store- 
house to the smallest number of e1m- 
ployees with which we could operate 
efficiently. Originally there were five 
employees. Now we have two. De- 
livery schedules were revised with 
the result that we were able to get 
along nicely with only one truck in- 
stead of two. Then we decided to 
close the storehouse at noon to city 
employees. Under this arrangement 
they were (Continued on page 81) 
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ALBERT E. PAXTON 
Editor 


A Job To Be Done 


ROFITS are the life-blood of business. 

Without them no business can long sut- 

vive. It is no wonder, then, that the 
question of profits has always been upper- 
most in the minds of business men. So far 
as this industry is concerned, no subject has 
been more discussed than that of profits. The 
years of depression, during which earnings 
were the exception rather than the rule, 
focused greater attention than ever on dis- 
tribution costs and led to open discussion as 
to what is and what isn’t an adequate margin 
of profit. 

Many distributors looked upon the 
N.R.A. as a means of pushing prices up to a 
level which would permit substantial earn- 
ings immediately. Such statements as “Now's 
our chance to put prices up to where we can 
get back some of the losses of previous years,” 
and “We should exert every effort to get 
manufacturers to allow us more adequate 
discounts,” have been common throughout 
the industry. 

No sane thinking person would find any 
fault with an individual distributor or group 
of distributors exerting every possible influ- 
ence to raise profit levels to such a point as 
to permit reasonable earnings. Unquestion- 
ably, there are certain lines handled by dis- 
tributors today at margins of profit which 
are wholly inadequate. In such instances, 
distributors should unite in their efforts to 
secure greater margins. 

However, it must be remembered that no 
manufacturer is going to increase his dis- 
counts to distributors without being shown 
adequate reasons why such a step is neces 
sary. This industry is not now in a position 
to furnish facts, by commodity groups, to 
substantiate claims for increased profit mar- 
gins. On certain lines, of course, it is obvious 
that present margins are not sufficient, but 
before any agreement can be made as to what 
would constitute an adequate spread, facts 


as to the cost of distributing those lines must 
be known. 

In this connection, it should be remem- 
bered that no two lines are alike so far as 
distribution costs are concerned. What is an 
adequate margin on one line, therefore, may 
be wholly inadequate on another. Thus, it 
should be clear that there is a definite need 
for cost studies by commodity groups in this 
industry to determine what it really does 
cost distributors to stock, warehouse and sell 
a line. 

With such facts, it would be a simple mat- 
ter to sit down with manufacturers and arrive 
at a decision eminently fair to all. Without 
such facts, on the other hand, confusion, dis- 
agreement and wrangling are sure to con 
tinue. 

For some time Mitt Suppties has advo- 
cated that cost studies be made because if 
they were, we believe the distributor would 
be put in a much stronger position than he 
is now in his relationships with both manu- 
facturer and user. We are thoroughly aware 
of the fact that digging up the kind of infor- 
mation We are talking about is not an easy 
job. Yet, we do know that much can and 
should be done along this line. 

As J. F. Stephens, Gustin-Bacon Manu- 
facturing Company says, elsewhere in this 
issue, “I do not think that distributors, acting 
individually or collectively, can declare a line 
unprofitable and get corrective action from 
manufacturers unless they are in a position to 
adduce facts and figures for the assembling 
of which no provisions have as yet been 
made. Let’s assemble distribution cost data 
by lines and then encourage manufacturers 
to establish selling policies on the basis of the 
economics of the transaction and not on the 
basis of trade classifications that are arbi- 
trarily determined.” 

Is not this a job for distributors, through 
their trade associations, to tackle? 
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T HE fact that such a large number 
of operating organizations in the 
"Close Buyer" class have for years 
used only these injectors, liquid level 
gages and lubricating devices, is sig- 
nificant of the fundamental econ- 
omy of Penberthy Products. 


These Penberthy Products are cast 
from new metal . . . not made from 
spun or stamped brass. The design 
and workmanship allow for the rough 
handling that is probable. 


This is another important reason 
why Penberthy Products create 
profitable repeat business and good 
will for the supply house that stocks 
them. Penberthy Products are sold 
only through the jobbing trade. 

















PENBERTHY INJECTOR COMPANY 





he Trend of Supply Sales 





FEB. MAR. APR. MAY JUNE JULY AUG. SEP. OCT. NOV. DEC 





90 





80 





70 





60 








50 








40 








soe 




















20 



































INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR FEBRUARY, 1934 
100 — Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


February sales show expected decrease. 


1934—-Solid Black Line 


Healthy increase 


looked for in all quarters for March. 


month contained three less working days than its 
predecessor, sales of industrial supplies and 
equipment in February, as indicated by reports from 
over 100 industrial distributors in all parts of the coun- 
try, were about five percent less than those for January. 

The Sales Indicator for February rests at 57.0% of 
“normal,” a figure arrived at by calculating the average 
month’s sales of reporting distributors during the years 
1923, 1924 and 1925. This figure compares with 59.9 
for January, 1934, and 31.4 for February, 1933. 

While it must be remembered that February, 1933, 
was perhaps the worst month of the depression from 
the standpoint of distributors’ volume, it is encouraging 
to note that the drop of 5% from January, 1934, to 
February, 1934, compares very favorably with the 13% 
decrease registered last year. 

The drop indicated on the above chart was not uni- 
form in all sections of the country, of course. While the 


| NDOUBTEDLY due largely to the fact that the 
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North Atlantic States suffered a recession from 59.5 in 
January to 46.6 in February, the Southern States en- 
joyed an increase from 61.8 to 67.6 and the Pacific 
Coast group dropped only from 65.9 to 64.4. The Mid- 
dle Western section Indicator reads 56.9 for February 
as compared with 61.0 for January and that for the 
Western territory 43.0 for February, a drop from 56.5 
in January. 

March, it appears from advance reports from dis- 
tributors in all territories, will show a substantial 
increase over the short month. Only about 10% of all 
those reporting expect smaller volume and for the most 
part, these anticipated drops are minor. On the other 
hand, among the remaining 90%, increases from 5% 
to as high as 45% are looked for, based on volume for 
the first thirty days of the month. 


Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 27. 
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- know from experience that you can’t build paint busi- 
+ ness by competing on a price basis. You may get the order 


day, but someone else gets it the next time. 


But... show your customer the wastefulness of buying cheap 
int. Show him how he can avoid all risks and reduce main- 
pance costs, by using PERMITE ALUMINUM PAINT, and you 


il get today’s job, and tomorrow’s too — business that no 


jeap-price competition can take from you. 





PERMITE 


ALUMINUM PAINT 


ERMITE Ready-Mixed Aluminum Paint brings your customers all the 









unique advantages of aluminum paint, plus important extra advan- 
ges of its own. 

Your customers want lasting brilliance. You give it to them in Per- 
e. Your customers want coverage, durability, convenience. You give 
to them in Permite. They want an aluminum paint that does not 
Sdize or harden in the can — that does not discolor. Permite is your 
wer. They want true economy. You give it to them in Permite, which 
90% greater covering ability than cheaper aluminum paints; and 


es the high labor costs of frequent repainting. 


Permite Aluminum Paint is backed by a strong, factful advertising 


l promotion campaign, with full protection to Permite Distributors. 


YOU want more paint business — 


Write or wire for full facts on how to make more 
1934 paint sales with Permite Aluminum Paint. 


LUMINUM INDUSTRIES, INC. 
CINCINNATI, OHIO 





: The aluminum powder used in Permite 
‘Aluminum Paint is screened to an ex- 
. treme fineness, assuring a coat of glass- 


‘ = is labor... only 20% for materials 


'. momical paint your customers can use 


ADVANTAGES 
OF 


PERMITE 


ALUMINUM PAINT 


GLASS-LIKE SMOOTHNESS 


like smoothness—so smooth, dirt and 
soot will not cling. 


LASTING BRILLIANCE 


The vehicle used in Permite Aluminum 
Paint assures maximum leafing of the 
powder pigment. This contributes to 
the lasting brilliance, and to the heat 
and rust resisting qualities of the mois- 
ture-proof, protective metal coat. 


HEAT RESISTANT 


The Heat Resisting Permite Aluminun 
Paint can be used with safety on sur 
faces with a temperature up to 1000° 
Fahrenheit. 


NO DISCOLORATION — 
ALWAYS WORKABLE 


The synthetic resin vehicle of Permite 
prevents oxidation. So the aluminu 
powder never oxidizes into a hard mass 
or loses its color in the can. Always 
workable, 


AVOIDS WASTE 


Permite has pioneered in successfully 
producing a quality aluminum paint ir 
ready-mixed Faria: Saves time of mix 
ing on the job, saves waste of materials 
assures absolute uniformity of colo 


and results. 
FIGURE THE SAVING 
80% of the cost of the average paint 


e longer life and greater protectio 
of Permite make it by far the most ecc 


"a 
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THE ALEMITE 


B&B wnk-lo-bearing Sty 


IS YOUR OPPORTUNITY FOR INCREASED SALES 
RIGHT NOW! 
























3. The pistol grip handle of 
the compressor gun slips 
snugly over the nozzle of the 
filler tank and one turn of the 
crank automatically loads the 
gun, without leakage or waste. 


4. With each bearing properly 
equipped with an Alemite fitting, 
lubrication is performed by con- 
tact with the compressor. Its noz- 
zle is placed over the fitting end 
and by aslight thrust of the hand, 
lubricant is shot into the bearing 
under pressure, a measured 
amount being delivered at each 
stroke. 














2. The filler tank is portable in 
order that the man in charge of 
lubrication need not return re- 
peatedly to the stock room for 
more lubricant. The compressor 
is carried on the side of the tank. 


With this high pressure system, you 
can offer manufacturers a sure way 
to make a net return of 200% on 
their investment during the first year 


1, A barrel pump iseasily screwed intothe 
Alemite shipping drum. Twenty-one strokes 
load the filler tank completely — a pound of 
lubricant to each stroke. 


5b YOU, as a mill supply jobber today, the Ale- 
mite ‘Barrel-to-Bearing”’ Lubrication story offers an 
unusual opportunity for increased sales. When you sit 
down with an industrial plant executive, you are face 
to face with a man who knows, or ought to know, 


cuts down replacements, saves time lost in machine oper- 
ation, lowers power costs, saves loss due to oil spots on 
materials, cuts down maintenance work on machines 
and floors, and reduces accident and fire hazard. Users 


that his biggest chance for victory in the battle for busi- 
ness lies in economy of production. 

Hours and wages of labor as well as selling prices are 
now largely predetermined by code regulations. Only 
by effecting economies in equipment and plant oper- 
ation can manufacturing costs be lowered. Therein lies 
your oportunity to sell the factory man modern, scien- 
tific lubrication, with all the necessary equipment, such 
as the Alemite Barrel-to-Bearing System. 

This system saves 80% of the cost of lubricatinglabor, 
75% of lubricant costs, reduces wear on the machinery, 


of this system report actual savings during the first year 
of more than 200% on their investment. 

In extending its jobber policy, Alemite offers you un- 
precedented profit opportunities. Today the entire 
Alemite line of Alemite Industrial Equipment is open 
to you on a generously profitable basis. As a distribu- 
tor, give your men a real chance to make money for 
you and themselves by selling the Barrel-to-Bearing 
System to the industrial market. 

Write at once for complete details on the new 
Alemite jobber policy. 





ALEMITE CORPORATION, 1886 Diversey Parkway, Chicago, Illinois ¥ 
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Territorial Sales Indicators 
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North Atlantic States 


The decrease looked for in February materialized with a bang, the Indicator drop- 
ping from 59.5 in January to 46.6. A year ago it rested at 32.2. Indications are that 
March volume will show increases in nearly all houses ranging from 5% to 45%. 


Southern States 


The Southern group is up to its old trick of bucking the trend. ‘This month, when 
all other sections show decreases, up jumps the South and kicks its Indicator from 
61.8 in December to 67.6 in February. Distributors in this section are expecting fair 
increases in March, with only a few exceptions. 


Middle Western States 


After a steady climb of four months’ duration, the Middle Western Indicator 
finally falls off, registering 56.9 in lebruary as compared with 61.0 in January. 
3ased on the first 20 days, March volume will be greater in most houses by 10% 
to 15%. 


Western States 


After a gain from December to January, the Sales Indicator for this section 
dropped for February to 43.0. While the decrease is serious, it seems inconsequen- 
tial when compared with 1933, when this Indicator read 15.9.. March is expected 
to be somewhat better, based on the first 20 days. 


Pacific Coast States 


As expected, sales of industrial supplies, as registered by the Sales Indicator, 
were somewhat less in February than in the preceding month, the Indicator reading 
64.4 as compared with 65.9. Every reporting distributor in this section looks for a 
March increase, the smallest being 10% and the largest 45%. 
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M.F. MURDOCK-GOODRICH 
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M. F. Murdock, President, CF? Sy . i 
the M. F. Murdock Co., ileal } s 
Goodrich Distributor in Akron, Ohio 
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Be 


Sketch of the M. F. Murdock Company’s 


sales room and warehouse, Akron, Obio. Shelly Musson, Murdock salesman 


who secured the brewery order. 


One of a series from real life, showing how Goodrich In practically every industry, in soliciting practically 
distributors are securing large and unusual orders because every order, there is some Goodrich product which 
of the completeness of the Goodrich line, its greater value, gives the Goodrich distributor the edge on all com- 
and the cooperation they receive under the Goodrich petition. Goodrich has had 60 years’ experience in 
Distributor Policy. mechanical rubber goods of every kind, and has 
developed 30,000 separate items. And near every 
We one of Ohio’s famous old breweries distributor is a Goodrich field man who can bring 
resumed brewing, they bought new equipment all this experience, all the fullness of this line, to 
throughout. But not new names. For brewer's hose help in any solicitation the Goodrich distributor 
they went back to the famous brand that had served makes. The B. F. Goodrich Rubber Company, 
so well in the good old days—Goodrich Bock Brand Mechanical Rubber Goods Division, Akron, Ohio. 
—because they knew it never tastes, and wears like 


@ Every foot of bose and all other mechanical rubber goods in the 
an elephant’s hide. For water hose, they chose long- brewery are Goodrich, and were sold by M. F. Murdock Co. 





lived Goodrich—in fact every ounce of mechanical 
rubber goods in this brewery is Goodrich—all hose, 


all rubber aprons and boots, all packing. 


The M.F. Murdock Company, aggressive Goodrich 
distributors in Akron, made the sale. Shelly Musson, 
star salesman, secured the order. But both Murdock 
and Musson agree that the famous Goodrich trade 
mark had a lot to do with it because every brewer 


knows this name as the mark of the finest in brewers’ 


Coodrich 
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Half Mile of Goodsich Hore 


@ Many a seidel is stored in these tanks, for future thirsty palates. And Goods 
rich Bock Brand hose makes certain that it will have no "‘off”’ taste or odor. 
















@ Finishing Room at the brewery, showing some of the 3600 ft. of 
Goodrich Hose which went into the modernizing of this famous brewery. 





NEW SOURCES OF PROFIT 


Goodrich Research is constantly adding new 





items to the distributor’s line—new products on 
which to make a profit. For example, Goodrich 


distributors have recently been offered 


e Multiple V- Belts 





; © Corrosion-resisting paints 
®@ Goodrich Bock Brand Brewers’ Hose "can take it'’— dragging over concrete 


floors, dampness, changes in temperature—all the hardship which hose bas to a New pliable belts, adaptable to many uses wher 
stand, will not harm this busky product. This hose, with the famous goat's F 
head trade mark, is accepted everywhere as the finest brewers’ bose made. only leather belts have been suitable heretofore. 
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Knowing Tool Grinding 


Helps 


Sell Twist Drills 


The experience of this distributor’s salesman has been that the success 


; 








Figure A 


T is a well-recog- 
| nized fact that 
the successor 
failure of a twist drill 
very often depends on 
the care with which it 
is ground. For this 





or failure of his twist drills in a plant very often hinges on the 

manner in which they are ground. For this reason, he has 

made quite an extensive study of drill point grinding in 
order that he may properly advise his customers 


The angle to which the point should be ground depends largely 
upon the kind of material which is to be drilled. All regular drills, 
except those used for wood and flat drills for rails, are originally 
ground with an angle of 59 degrees, as shown in Figure A and a 
lip clearance of 12 degrees at the periphery, as shown in Figure B. 

As illustrated in Figure C, the angle across the center should be 
125 degrees and never more than 130 degrees. It may readily be 
seen that increasing this angle shortens the cutting lips and causes 
unusual wear at this point when drilling. It is equally important 
that this angle be not less than 120 degrees since this would not 


reason I have made 
quite an extensive 
study of drill point grinding in order that 
I may be able to properly advise my cus- 
tomers. Not only has this advice helped me 
considerably by assuring better production 
records for my drills but it has, in many 
cases, opened the door for me on other 
business. 

There are several factors in pointing a drill which should always 
be given careful consideration. First among these is the selection of 
the proper grinding wheel. A wheel should be used which cuts freely 
and does not burn or discolor the steel, thus destroying the temper 
of the tools and causing the cutting edges to wear prematurely. The 
finer the grinding finish on a drill point, the more holes per grind 
will be obtained. Where maximum production is required, it is pre- 
ferable to rough grind on a coarse, free-cutting wheel and finish 
the grind on a fine-grain wheel. If the point should become hot 
during the grinding of a high speed drill, the tool should never be 
cooled in water, as this will often cause the steel to check. Check- 
ing leads to breakage under heavy feeds or causes chipping. 


Figure B 





Figure C 





= 








Figure G 


GEORGE R. HINE, 


Beals, McCarthy and Rogers, 
Buffalo, New York 


leave sufficient clearance in the center to permit free cutting. 


30th cutting lips should form the same 
angle with the axis of the drill and be of 
the same length if efficient cutting is de- 
sired. 

If one cutting lip angle is of a different 
degree than the other, as in figure D, even 
though both are of the same length undue 
strain on the lip with 
the greater angle is 
set up, as this lip does 
practically all of the 
work. Obviously, this 
lip becomes dull while 
the other retains its 
cutting edge, thus 
causing breakage. 

On the other hand, 
when the drill is 
(Continued on page 80) 





Figure D 
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WITH BYRD IN POLAR SEAS! 
His Supply Ship “Bear” Clears Bilge with 












GOODYEAR 


SUCTION HOSE 
















MR WT BELL 
GOODYEAR TIRE & RUBBER CO INC 
AKRON OHIO 





NEW YORK OCTOBER 25 1933 


JUST RECEIVED FROM ADMIRAL BYRD ENROUTE URGENTLY WEED FOR MY SHIP BEAR OF OAKLAND 
FIVE SECTIONS EACH TWENTY FOOT LENGTHS OF FOUR PLY RUBBER EQUIVALENT TO GOODYEAR 
STYLE W COMMA THREE INCH DIAMETER FOR EMERGENCY BILGE PUMPS 


JOHN MCNEIL 
PERSONAL REPRESENTATIVE 
HOTEL BEVERLY 








ADMIRAL ORDERS 








STYLE “WwW” 


His Own Message 


Reads Like a G.T.M. Specification 


Byrd and his gallant crew are down there now, 
alongside the great ice barrier at Bay of Whales and 
Little America. Only the radio binds them to kin. 


Standing by also has been the Admiral’s supply 
ship, “Bear of Oakland”, equipped with another 
steadfast connection with safety — Goodyear Style“ W” 
Suction Hose. 


We speak of it very modestly in our catalog: “It will 
give excellent service and where it is given good 


MADE BY THE MAKERS OF 





care it will stand up under considerable 
punishment.” 


Evidently the Admiral weighed every 
word of that when he radioed his order. 


YOU and the aD 


Your business, too, may be exploring, 
these days. Certain things you can 
anchor to: Quality, scientifically pro- 


duced; Efficiency, expertly applied. 


Goodyear makes a world-recognized line of Mechan- 
ical Rubber Goods. The G.T. M.—Goodyear Technical 
Man—knows where these goods can operate to your 
advantage. Why not get your equipment problem 
and the G. T. M. together? 


Write to Goodyear Akron, Ohio, or 
Los Angeles, California, about the profit 
possibilities in the Goodyear Mechanical 
Rubber Goods Distributors Franchise. 





BELTS + 


MOLDED GOODS se 


HOSE . 
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Speaking of sales and profits... 


THIS BELT IS GOING PLACES 


... it's the Gilmer Kable Kord... 


for group drives ... short centers ... pivoted motor bases 


OR downright dependability 
and efficiency on flat pulleys 
for group drives, short centers, and 
pivoted motor bases—there’s no belt 
like a Kable Kord. It’s a different 
kind of belt . 


ently and constructed differently. 


. . designed differ- 





No drive too tough for a Kable Kord. 
This unretouched photograph shows a 
Heavy Kable Kord Endless Belt 30 ft. 
long, driving a 65 h. p. generator from 
a steam engine in the power plant of 
the Easton Laundries, Easton, Pa. The 
drive is pictured in motion—notice how 
true the Kable Kord runs in operation. 


A “tricky” drive—but not too “tricky” 
for a Kable Kord. A 5" x 96” medium 
Kable Kord solved this power problem 
for the Champion Container Co. of 
Philadelphia. It is running on a Spiral 
Tube Winder. The belt can be easily 
identified passing over the pulleys and 
around the mandrel. 





Made of moulded rubber and fabric, 
the Kable Kord grips like a vise ... 
because it is actually two belts in 
one. The lower section, consisting 
of pulling cords, transmits the load, 
while the upper Kable Kords act as 


a.“contactor” belt which squeezes 


the belt to the pulley. So effective 
is this construction that it elimi- 
nates practically all stretch, pre- 
vents slipping, and tremendously 
increases power transmitted. The 
flexibility and non-stretching char- 
acteristics of the Kable Kord greatly 
reduce the required center distances 
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—a distinct advantage where floor 
space must be conserved. Even 
when heavily loaded, the Kable 
Kord does not stretch or fail. It 
requires no belt dressing of any 
kind, and very little attention. 


The Kable Kord is made in various 
weights and widths for light-speed 
to heavy belt-killing drives. It is 
furnished endless and in rolls.When 
furnished in rolls, the pulling cords 
are replaced by heavy non-stretch- 


ing fabric which insures the perma- 
nency of any type of belt connector. 


. .. That Gilmer was on the right 
track when it developed the Kable 
Kord is proved by its amazing 
record on difficult drives. In this 
respect, read what users of the 
Kable Kord have to say about its 
performance. The extracts of letters 
reprinted herewith are representa- 
tive of scores of similarly enthusi- 





astic unsolicited testimonials. 











UMI 


WHY THE KABLE KORD PROMISES 


BIG PROFITS +o MILL suPPLY HOUSES 





Industry is finding the Gilmer Kable Kord to be far superior to all other makes of flat belts — 
and demand for the Kable Kord is continuously growing heavier. 


Gilmer offers its distributors a large margin of profit on every Kable Kord they sell. 


Commencing with April, Gilmer will augment the Kable Kord’s growing demand in industry 
with a well-planned advertising campaign consisting of one full-page advertisement each month in 
Mill & Factory—Factory Management and Maintenance 


—and announcements in Industrial Equipment News. 










Gilmer invites inquiries from supply houses regarding 
distribution of the Kable Kord. Remember, speaking of 
sales and profits, the Kable Kord is going places — and 


Gilmer is going with it. Why not come along? Write the 
L. H. GILMER CO., Tacony, Philadelphia, Pa. 
Specialists in quality belts since 1903 


MANAGEMEN I 


INTENANCI 






MA 
DECEMBER 1999 






——— The Works Council 


Prat Pet ton 


When 10 Buy Equipment 


ene 6 tatoos 


“one full-page advertisement each month 
in Mill & Factory—Factory Management 
and Maintenance—and announcements 
in Industrial Equipment News.” 





IN ADDITION TO THE KABLE KORD, GILMER MANUFACTURES 
V-BELTS—AND SPEEDAGE ENDLESS FABRIC BELTS. 
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When your customers insist 
on better hacksaw blades 










ATKINS SILVER STEEL 
Blades are the original 
high grade hacksaw— 
guaranteed to cut more 
metal than any others, 
and to cut it faster! 





Sell them 


“The Blade with 
the Blue End” 


ATKINS Sreex SAWS 


Metal Cutting Shops everywhere are 
doing better cutting and saving money 
by using ATKINS SILVER STEEL 


Hacksaw Blades. 





They last longer, 
cut faster than any others made. 


Show your customers the right way 
to efficient metal cutting—before they 





waste another cent on cheaper hack- 
Hacksaws are 
“the Finest 
on Earth.” 


saws. 


There are none better at any price! 


E. C. ATKINS AND COMPANY 
INDIANAPOLIS, IND. 











How We Are Taking Advantage 
of New Selling Opportunities 
(Continued from page 13) 








| stepped up the activity of tool and 
die shops and thus opened up another 
field for the distributor. 
| The panorama of industries which 
|dot the horizon, loom large in im- 
| portance, and then taper off into ob- 
|livion presents a romance that no 
| fiction can equal. There are those 
industries which come back and wage 
'a brief fight for existence. There 
are others, the revival of which far 
transcends their original standing. 
But whatever the span of their reign, 
the march onward is_ unceasing. 
Whenever one industry falls back, a 
new one takes its place. And the 
far-seeing distributor watches these 
changes with a trained eye. As soon 
as a new industry makes its appear- 
}ance, he is cataloging its needs and 
|marshalling his sales forces for an 
‘intelligent planned-selling campaign. 
Today, plant efficiency is the profit- 
|controlling factor of every industry, 
‘and industry is at last becoming 
|aware of this truth. Hence, planned 
selling is the medium through which 
/new sales opportunities will open up 
for every industrial distributor who 
plans to remain and prosper in the 
| competitive picture. 














| Can Distributors Make Advertising 
| Pay? 
(Continued from page 15) 





about 60% longer. Of course, the 
mill supply distributor is in some 
cases at a disadvantage here, as an 
article may carry different discounts 
for different customers, or for 
purchases of varying quantities. 
However, these articles should carry 
a list price with a notation that it is 
subject to discount. 

Lathes, pumps, woodworking ma- 
chinery and similar equipment on the 
display floor should also be tagged. 
It is astonishing how much time this 
will save your floor salesmen during 
a business day by not having to stop 
and look up prices on these items for 
prospective customers. 

Industrial distributors must and 
should have general catalogs but after 
they are issued, distributors cannot 
sit back and expect them to work 
miracles. It (Continued on page 37) 
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It is not a raw edge belt because the edges are not raw. 

i Each ply of duck is a continuous full width, free of seams 

| and joints, from one edge of the belt to the other. The 

hae wits ffeil? edges are cemented and sealed with high grade rubber, 

id Loose Pulleys thoroughly impregnating both edges of the belt and pro- 
tecting them against moisture, dust and abrasion. 

cf Being made of closely-woven silver hard duck and with 


exceptional friction adhesion between each ply, Bull Dog 
absorbs the shock and strain of sudden starting and over- 
loads without permanently elongating. 


BULL DOG belts do not dry out and harden but remain 
alive and elastic until they are worn out. A belt in which 
the friction hardens soon develops ply separation and 
deterioration, and often “dies” out before it “wears” out. 


|e Bull Dog Gold Edge belting is a flexible, unified struc- 




















stepped oo ture equally strong at all points. 
lleys “— } Vertical Open 
J BULL DOG is supreme in horse-power capacity, operates Drive-Small 
d [|b effectively under the most difficult drive conditions, holds Pulley Above 
hooks firmly, may be run on either side, and makes the 
most satisfactory endless belt known to industry. © 
BULL DOG Gold Edge belting is the ideal, universal, all- V 
purpose belt. 
ca A 
BOSTON WOVEN HOSE & RUBBER CO. 
ra ph Boston, Mass. (o ) 
C pares : Vertical Crosse: 
a Belt. Drive-Smal 
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(Continued from page 34) 

has been our experience that such 
books must be merchandised and 
supplemented. The average catalog 
contains a wealth of information 
readily available to the buyer but, 
human nature being what it is, we 
have found it necessary to continu- 
ally call his attention to its value. 

Most mill supply houses are in a 
very peculiar situation inasmuch as 
local newspaper advertising is ordi- 
narily unprofitable. However, some 
distributors with special lines which 
they sell to the retail trade have made 
use of this media. An Indiana dis- 
tributor who wished to push the sale 
of home water works systems ran 
ads in a local paper last spring. The 
results were gratifying. In most 
cases of this kind the manufacturer 
is willing to supply the distributor 
with mats or electros of complete 
ads, or of the illustrations in his cata- 
log free of charge. This is a service 
more mill supply houses should use. 


NY suggestion of radio advertis- 
ing would make many mill sup- 

ply executives throw up their hands in 
despair. However, the magnetic 
power of this radio advertising 
brought new pump business of 
$5,678.40 to a progressive distributor 


in Akron, Ohio. The contract which | 


produced this additional business was 


with station WADC of Akron and | 
cost $400.00. Two announcements | 
were made daily ; one between eleven | 
and twelve A. M. and the other be- | 


tween five and six P. M. This sched- 


ule was followed for sixty days, the | 
announcements consisting of 60 to 70 | 
words which were changed every two | 


weeks. It is the opinion of the man- 
ager of the firm that in the months 


and years to come the results of this | 


campaign may double or even triple 


as there are many thousands of peo- | 
ple who learn to know from these | 








° | 
radio broadcasts where a complete | 
pumping line is handled in that city. | 


Although, because of lack of space, 


I haven’t been able to deal elabor- | 
ately with the many different phases | 
and results of mill supply advertising | 
I think that sufficient material has | 


DISTRIBUTORS 


have these 
ADVANTAGES 


HERE is tremendous lifting 
power in Yale Ball Bearing 
Spur Geared Chain Hoists—and 
there is tremendous sales power 


in the name YALE. 


Yale distributors are identified 
with a name that is a symbol of 
dependability—a name that is 
known and accepted as an assur- 
ance of efficient and uninter- 
rupted chain hoist service. This 
is the result of performance. 


Yale distributors, therefore, have 
definite advantages. Study the 
prospects in your territory. Have 
your salesmen analyze, as far as 
possible, their hoisting equip- 
ment needs. Then go after them 
as a Yale distributor, knowing 
that you have the whole-hearted 
backing of the world's oldest and 
largest manufacturers of chain 
hoists and allied equipment. 


If you need cooperation, call on 
us. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, Philadelphia, Pa., U.S. A. 


Makers of Yale Hand and Electric Lift Trucks, Hand Chain Hoists, 
Electric Hoists and Trolleys 


been given to support my belief that | 
in the future the most successful dis- | 
tributors will be the ones who have | 
the courage to make liberal advertis- | 
ing allowances and who develop the | 
skill to make every penny do its ut- 
most to bring in additional sales. 

















KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 











Presenting part of the personnel of the Capen Belting and Rubber Company, St. Louis. 
Seated, left to right: E. Mack Tracy, vice-president; Marie Pokorny, Charles T. Jones, 


president, and J. J. Tierney, secretary-treasurer. 


Standing: S. J. Henry, salesman; Val- 


entine Klein, superintendent; John Casten, belt maker; F. J. Kastl, salesman, E. P. Spore, 





Clipper Belt Lacer Company and C. A. Barnbeck, salesman. 





Woodward, Wight President Dead 
J. B. Simmons, president, Wood- 
ward, Wight and Company, Limited, 
New Orleans, died recently at the age 
of 69. He had been ill for two 
months. 
Mr. Simmons, as a young man, en- 


tered the hardware field with the 
E. L. Wilson Hardware Company, 
Beaumont, Texas. In 1896 he 
founded the Simmons Hardware and 
Supply Company in Beaumont. 

In 1898 he became Texas repre- 
sentative for Woodward, Wight and 


Company, moving to New Orleans as 
its manager in 1903. This office he 
held until 1908 when he was made 
president on the reorganization of 
the company. 

sicepeaiiadtiaiiaiai 


Brierly Lombard Sold to 
Bertram Durell 

The Stacy Supply Company, 
Springfield, Massachusetts, has sold 
its Worcester subsidiary, the Brierly- 
Lombard Company, to Bertram 
Durell. 

Mr. Durell, who is well known to 
the industrial trade in and around 
Worcester, will continue to operate 
the company under the old name. 

ee 


Knoxville House Reelects Officers 
At the annual meeting of the direc- 
tors of the Tennessee Mill and Mine 
Supply Company, Knoxville, Tennes- 
see, the following officers were re- 
elected. H. L. Miller, president and 
general manager; E. T. Manning, 
vice-president ; and J. H. Henderson, 
secretary and treasurer. 
a 


Munnell and Sherrill Adds 
Three Salesmen 

Munnell and Sherrill, Portland, 
Oregon, has added three men to its 
sales force: George Neep, W. G. 
Clevett and George W. Novak, ac- 
cording to information received from 
A. J. Sherrill. 








Pall bearers? Well, not exactly, although these men are all set to a record year of business for their 


Patt eran, 


pany, Erskine-Healy, In- 





corporated, Rochester, New York. Top row, left to right: Ray F. Healy, treasurer, William P. Ward, John Wiest, and Anthony 


L. Scheible. 


38 


Braun, Harry Barrow, and Ken Raby. 


Front row: Wilbur Miller, Walter Viergiver, Carl Hammond, Don Erskine, president, Elmier Walz, George J. 
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.With the Hewitt Line—But You Are 
Not Asked To Sell Non-Industrial Items 





That’s one of the first things we want you to 
remember about Hewitt co-operation: it offers 
you as fine and as complete a line of industrial 
rubber goods as modern ingenuity can build— 
but it never asks you to scatter your efforts on the 
“household”’ variety of rubber goods. 


In other words, Hewitt specializes on Industry 
and suggests that you do likewise. Only 
through such specialization is it possible for 
you and for us to provide the broad industrial 
field with rubber skillfully fitted to each 
particular type of service. 


Apply the Hewitt line to any 
factory in your territory. You'll 
find that Hewitt’s 75 years of in- 
dustrial experience have worked 





HOSE 





CONVEYOR AND TRANSMISSION BELTS 


out dependable, economical rubber units to 
meet the “rubber problems” in almost every 
department. Indeed, you will soon discover 
that selling Hewitt involves less sales effort 
than you are ordinarily accustomed to—it’s 
merely a question of pointing out the right 
product for each application and letting 
Hewitt proven performance win over the cus- 
tomer for years of friendly repeat orders. 


If you are not fully acquainted with all that 
Hewitt skill and co-operation can mean in 
terms of presentand future profits, 
drop us a line. A Hewitt repre- 
sentative will gladly call and talk 
things over. ee 
oration, Buffalo, N.. Y 


nor for co-operation 


HEWITT cota 


| THE GUTTA #ERCHA & RUBBER MANUFACTURING CO. EST. 1859. 








THE WHOLE PLANT IS YOUR CUSTOMER 


RPORATION. 


. HEWITT RUBBER COMPANY. EST. 1904) 
PAC KIN G 
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ARMSTRON 


can mean 
more in 


Tools 


ONSISTENT Quality—of lines 
as well as of individual tools; 
consistent leadership in designs, 
in improvement; stable prices and 
profits; continuous advertising; 
an unvarying “jobber” policy that 
has held for 44 years. . . this utter 
stability through times when land- 
marks shifted or crumbled has fur- 
ther established “ARMSTRONG” 
in the industrial field. 


With 96% of the Machine 
Shops and Tool Rooms using 
ARMSTRONG TOOL HOLDERS, 
with constantly increasing percent- 
ages specifying “ARMSTRONG” 
when ordering Wrenches, Lathe 
Dogs, Clamps and shop specialties, 
no other name can mean so much 
in Teols, can be worth as much 
to you in your tool department. 
“ARMSTRONG” is a thing to tie 
to, is a firm foundation on which 
to build permanently, is a thing 
to grow with. 


Stock ARMSTRONG Lines. Dis- 
play the ARMSTRONG name and 
mark. Push ARMSTRONG 
TOOLS and enjoy ARMSTRONG 
prefits—profits that come from 
increased business, from satisfied, 
repeating customers. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U.S.A. 


New York Sales Office: 109 Lafayette Street 


London Branch: ARMSTRONG BROS. TOOL CO., 
LTD. 













c 


ARMSTRONG TOOL HOLDERS 


ARMSTRONG WRENCHES 





ARMSTRONG VANADIUM 





WRENCHES 
| 
| 
ARMSTRONG ARMSTRONG | 
LATHE DOG “Cc” CLAMPS | 





ARMSTRONG BROS. PIPE TOOLS 








Central States Group Appoints 
Secretary 





NORMAN DURRIE 


With the official installation of 
Norman Durrie as executive secre- 
tary, and the opening of offices at 
2111 Daily News Building, Chicago, 
the Central States Mill Supply Club 
has taken a very definite step to- 
wards the completion of its organiza- 
tion plans. 

This group of industrial supply 


| and machinery distributors is set up to 


cover the Central States Area, name- 
ly, Wisconsin, Illinois and Indiana. 
The officers are: Wendell H. Clark, 
president, Samuel Harris & Com- 
pany, Chicago; C. H. Bradley, vice- 
president, W. J. Holliday & Com- 
pany, Indianapolis; H. F. St. George, 
secretary, Shadbolt & Boyd Com- 
pany, Milwaukee; and Charles J. 
Shaw, treasurer, Harrett Hardware 
Company, Joliet. 

Norman Durrie, the executive sec- 
retary, is exceptionally well-fitted to 
deal constructively with the problems 
facing the industrial distributors in 
this area, having had many years of 
actual experience in the mill supply 
field. For 15 years an employe of 
Samuel Harris & Company, Chicago, 
he was completing his fifteenth year 
of service with W. D. Allen & Com- 
pany, as manager of the machinists 
supply department, when he assumed 
the responsibilities of his present po- 
sition. 

A definite program of action and 
operation for the Central States Mill 
Supply Club has been formulated. 
Through the operation of committees, 
an adjustment of basing points for 
freight rates will be attempted; co- 
operation with manufacturers in the 
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Jenkin 


sronze — IRON — STEEL 


S Valves 


since 1864 








This ad is one of a series which appears 
in leading trade publications. 


Here’s a Real Idea... sure to help 
you get more orders for Jenkins Iron Body Gates 


After reading this message, any man 
who sells Jenkins Iron Body Gate 
Valves should be able . . . with prac- 
tically no effort . . . to “sew-up” 
orders which he’s been missing. 
For here is a real idea . . . a care- 
fully worked out plan which you can 
use to get the Iron Body Gate orders 
which you should get. 


IT’S SIMPLE ... IT PAYS 


Study the ad shown above, even if 
the type is small, for it really explains 
the plan. Use the ideas in the ad 
for a new kind of sales talk when 
you call on users of Iron Body Gate 
Valves. Challenge your customers 
to: “Look at ALL makes ... com- 
pare point-for-point . .. and use 


their own judgment”. A customer 


who will just consider Jenkins with 
other makes will likely buy Jenkins 
.-. from YOU. A Jenkins actually 
IS superior to other good Gates. 


FREE VALVE CUT-OUT 
MAKES COMPARISON EASY 
FOR YOUR CUSTOMERS 


Since a Jenkins Gate is too heavy to 
carry when making all your calls, we 
will furnish you with twelve-inch cut- 
outs which you can give to your cus- 
tomers. Opened up, the cut-out 


shows and describes the “fine points” 
of a Jenkins ... and provides space 
for a man to check features of 
Jenkins Valves against features of 
other Gates. It will take only two 
minutes to give your customers a 
cut-out and the story in the ad above. 
Certainly, a simple way to increase 
your Iron Body Gate orders. 


JENKINS BROS., 80 White Street, New York; 
510 Main St., Bridgeport, Conn.; 524 Atlantic 
Ave., Boston, Mass.; 133 No. Seventh St., Phil- 
adelphia, Pa.; 822 Washington Blvd., Chicago, 
Ill.; JENKINS BROS., Ltd., Mentreal; London 


Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 
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BELMONT 
PACKINGS 








Butler and Sepviva Streets, 


BUILD SALES AND 
GOOD WILL FOR 
DISTRIBUTORS 


Your customer cannot see 
packings at work, but the in- 
stant they fail to perform sat- 
isfactorily he sees the result—losses of 
time and money through idle or damaged 
equipment. 


Ask your prospect if he ever stopped to 
estimate how many hours—yes, and dol- 
lars—have been lost in his plant through 
failure of packings in pumps, boilers, pipe 
lines and power units. 


Belmont Packings are the best insurance 
against this profit-eating evil because, 
from raw materials to the final manufac- 
turing process, each individual type is 
quality built to do a specific job—and do 
it with the utmost dependability. 


Belmont tried-and-true quality and Bel- 
mont sales-building co-operation are the 
reasons why YOU should be selling Bel- 
mont Packings. If you are not 
already a Belmont distributor, 
write for our constructive sales 
plan. 


The Belmont Catalog 


for Your Customers 


“There is a Belmont Packing for every service”’ 





The Belmont 
Sample Kit 
for Your 
Salesmen 





THE BELMONT PACKING & RUBBER CO. 


Philadelphia, Pa., U.S. A. 








E. Griffin of the Marshall-Newell Supply 
Company, San Francisco, is pointing out 
a convenient pipe carrier on his truck. 
It folds up when not in use with obvious 
advantages in driving and backing into 
narrow unloading platforms. 





| establishment of proper resales and 


sales policies promoted, and credit 


| exchange arranged between members. 


Under the guidance of the regional 


| committee, headed by C. A. Chan- 


non of the Great Lakes Supply Com- 


pany, Chicago, a plan of filing prices 


will very shortly be worked out. 
soiendlliiadieaiti 
Steel Warehousing Trade Submits 
Code 

The National Recovery Adminis- 
tration announced on March 23, that 
a public hearing would be held on 
Thursday, April 5, in the sun parlor 
of the Washington Hotel, on a pro- 
posed code submitted by the Ameri- 


| can Steel Warehouse Association, 


claiming to represent 100% of the 
volume of the trade. The code is 
in charge of W. A. Harriman, Act- 
ing Division Administrator, 

This trade is engaged in the ware- 


| housing, selling and distribution of 


rolled, drawn, cold finished and ham- 
mered iron and steel products. Many 
industrial supply houses are mem- 
bers of the above organization. 
The proposed code calls for maxi- 
mum work hours of 40 per week 
averaged over a six month period or 
48 in any one week. Pay for over- 
time is time and one-third. 
Minimum wages range from 32% 
cents per hour to 40 cents per hour 


| and from $13.00 to $16.00 per week, 


the lowest scale being in the south 


| and the highest in cities of 500,000 


population or over. 
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‘tl. speed, success and profit of turning operations depend, in the last 
analysis, upon one thing—the performance of the cutting tool. The 
Tool Holder therefore should be selected with the same critical 
scrutiny as the machine which it equips for production. 


3 
Williams’ “Agrippa” Tool Holders 
have many exclusive design and con- 

struction features which make them pre- 
ferred by buyers; features which reflect their 

advantages in terms of better work at lower cost. 
The “Agrippa” line covers every regular operation of 
lathe, planer and shaper. Ask for literature and discounts. 


J. H. WILLIAMS & CO., “The Wrench People” 
75 Spring Street zt 2 zt New York 


Mh 
YY (WILLIAM 


is “AGRIPPA’ 


bicopringhed. = TOO i rH OLDE R Ss 









Planing-Too! Hold- 
er. Serrated ring 
permits maximum 
adjustment. 






Straight Turning 

Tool Holder. Also 
Boring-Tool Holder. furnished in right 
Either sleeve or and left hand offset 
plain bar. patterns. 
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Chrome- 


hb et A DAA AAA DD 


Sell 


customers 
a stable source 
of supply — along 


with substantial value 


in HOLLOW SCREWS 


Market-made changes embarass the buyer 
who lacks well-laid connections with a stable 

supply-source. Along with dependability of 
product, sell your customers the strategic value of a 
business relationship which always assures them a fair deal 
and a favored position. . . In its service as in its production, 

ALLEN backs its Distributors in selling DEPENDABILITY. It has 
the plant, the product, the organization and determination to help 
you make lasting connections on that basis. » » » 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. U.S.A. 











| 
| 
| 
| 


R. R. Andrews, vice-president of the East 
Akron Hardware Company, Akron, Ohio. 





| Distribution Committee Recommends 


Development of Code Financing 
Plan 

On March 14 National Recovery 
Administrator Hugh S. Johnson ap- 
pointed a committee of 12 members, 
representing the distribution and con- 
sumers service trade, the purpose of 
which was to advise the Administra- 
tion on features of recovery pro- 
gram problems peculiar to consumers 
service and distribution trades in- 
cluding wholesalers, retailers, laun- 
dry, cleaning and restaurant trade. 

The committee is headed by Rivers 
Peterson, chairman of the National 
Retail Code Authority and a repre 
sentative of the National Retail 
Hardware Association, and includes 
the following members: David 
Owens, E. F. Kelly, C. H. Janssen, 
Flint Garrison, John Whipple, E. L. 
Newcomb, M. H. Mazo, Lloyd Peck, 
James D. Lineberger, Nathaniel J. 
Harkness, and George B. Sweemey. 
Mr. Whipple is president of Hibbard, 
Spencer, Bartlett and Company, Chi- 
cago, and represents the Wholesale 
Hardware Trade on the committee. 

On March 29 this committee sub- 
mitted a report to General Johnson 
which was featured by a recommen- 
dation that the Administrator evolve 
a safe method of financing Code ad- 
ministration work which would put 
an end to all its abuses. 

“The first safeguard along this line 
should be to require national code 
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JOHNSON BRONZ 


Factory and General Offices, 535 So. Mill St., New Castle, Pa. 
SPECIALISTS IN BRONZE BEARINGS AND BEARING METALS FOR ALL INDUSTRY 


JOHNSON UNIVERSAL 


Completely Machined BAR BRONZE 
SAVES 


a. 
UNIVERSAL 
pass 





Example: 1%"x1%" Completely Machined Bronze 
Bar Saves Your Customer 3.5 lbs. of Metal 


* 


Johnson’s new completely machined broached Bronze Bars, O.D., I.D., 
and Ends, provide you with definite sales advantages. 


You can offer 


your customers elimination of all Waste Material, Blow Holes and 


Under Surface Defects. 


You can offer them time and tool saving 
features, cost reduction—absolute satisfaction. 


You protect YOURSELF 


against customer complaints and losses on return goods. 


Check this modern, completely machined Bronze Bar line regardless 


of the line you now handle. 


the full, interesting facts. 
specimen Bar—prompltly. 


Leading distributors have changed to John- 
son’s new Bronze Bar line with its sales and profit opportunities. 


Your request will bring complete data and a 


Get 





10 POINT PRODUCT 


Completely machined O.D., I.D., and Ends. Pre- 
vents Blow Holes and Under Surface Defects. 


Approximately 25% less weight. More economi- 
cal and all of the Bar is usable. 


O.D. always Concentric with I.D. Insures UNI- 
FORM wall thickness. Reduces machine set-up 
time. 


Minimum of Scrap (turnings). Only 1/32” must 
be removed on either O.D. or I.D. for micro- 
metric finishing. 


End of Bars machine squared. Solid Bars cen- 
tered for turning. 


6G POINT POLICY 


6 


10 


Uniform structure throughout. Johnson Labera- 
tory supervision—plus modern equipment results 
in no “hard spots’”—thus easy machining. 


Severe Inspection before shipment. 
antee to your customer. 


Your Guar- 


25 years of specialized Bronze experience back 
of product. 


I.D. Finish Machining important—because shift- 
ing or sagging of cores do occur in the best 
Foundry practice. 


Sound Engineering and Metallurgical Counsel 
available to help your customers. 


A line of cored and solid bars merchandised only through recognized 


distributors. 


Absolute freedom of competition by your source of supply. 


Definite sales help to aid distributors. 


Definite costs monthly with maintained selling prices, assuring rea- 


sonable profits. 


Constant quality product, rigidly supervised by chemists and metal- 


lurgists, accurately machined. 


Positive cooperation between factory and distributor. 


@ Complete size informa- 
tion on 575 “in stock’’, 
ready for assembly, CGen- 
eral Purpose Bushings, 
185 Cored Bronze Bars, 
32 Solid Bronse Bars, 19 
Hexagon Bronze’ Bars. 
Write for Bulletin No. 339. 
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Regular duty swivel 
caster No. 121—2'/2 
with Ruberex, soft 
tread wheels. 


W uere loads are piled high, 
there must be no wabbling of the 
truck. Casters have a definite re- 
sponsibility in the tire plant pro- 
duction schedules—their response 
to the directional touch must be 
immediate and certain. Faultless 
easters are doing their part every 
day. 





Ask for our new 
catalog O C and our 
Simplified Catalog Sheets 
for distributors and 
their salesmen. 


Industrial production cannot tolerate interruptions. Assembly pro- 
grams must be adhered to. Therefore, casters play an important role 
in keeping plant activity on schedule. And it takes genuinely fine 





CASTERS FOR INDUSTRY 


100 Series 
FAULTLESS SWIVEL PLATE 
TRUCK CASTERS 


No. 108—4 caster 
with thread guard 
(above); without 
thread guard 
(right). 


The 100 series is de- 
signed especially for 
general use. The 200 
series is recommended 
where heavier service 
is required. 


Quality and Completeness 
Make Faultless Casters a Good Distributor Line 


casters to meet industry’s demands. 


Faultless casters have always had built into them just what it 
takes to give reliable service. More metal is used to give them excep- 
tional strength. Corrugations at points of stress provide against break- 
age. The most modern methods are employed to make them better 


casters. 


You can guarantee your customers smooth, steady, long service 
with Faultless Casters. What is more, the Faultless Line is complete 
in every respect. That means sales opportunities wherever you call. 


Write us for complete information. 


FAULTLESS CASTER CORPORATION 


Factory and Executive Offices: EVANSVILLE, IND. 
Canadian Factory: STRATFORD, ONTARIO 


BOSTON CHICAGO 
LOS ANGELES 


GRAND RAPIDS 
















HIGH POINT, N. 
NEW YORK ST. LOUIS 





authorities to submit proposed assess- 
ment plans and tentative budgets and 
have them approved before they are 
put into effect, and to make all code 
authorities clearly understand that 
no assessments may be levied until 
the plan has been approved by the 
Administrator,’ the committee con- 
tended. 

“Further,” it contended, “regula- 
tions governing collection of assess- 
ments as well as notices of assess- 
ments should haye the approval of 
the Administrator before being issued 
in order to avoid the issuance of 
threatening letters which cause mem- 
bers of an industry to class the as- 
sessment plan a ‘racket’.” 

So far as assessment control oper- 
ations are concerned, the committee 
averred that code authorities should 
be definitely separated from associa- 
tions and the accounting records of 
such organizations should readily re- 
veal such separation. Funds secured 
as the result of code assessments, it 
stressed, should be used solely for 
code administrative purposes. 

Likewise, the committee declared, 
the principle of a single assessment 
against a business should be carried 
out so far as possible and members 
of an industry should pay only the 
assessment for administration of the 
‘code governing the business in which 
they are primarily and_ principally 
engaged. This, of course, does not 
apply where any member of the trade 
has a clearly defined department with 
employes exclusively engaged in ac- 
tivities subject to another code. 

Eleven other recommendations 
dealing with various phases of NRA’s 
effect upon retail and wholesale dis- 
tribution and consumers’ service in- 
dustries were formulated. 





C. F. Thompson, genial manager of the 
Mine and Smelter Supply Company, El 
Paso, Texas, in addition to knowing the 
supply business thoroughly, is an engineer 


| and expert on Mexican mining problems. 
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DODGE DISTRIBUTORS Are 


Capitalizing 


One Hundred and 
Twenty Bearings on This 
Cello-Cotton Machine 


A paper mill faced the problem of han- 
dling a web of fragile cello-cotton on ma- 
chines equipped with plain bearings. Fre- 





quent breakage with lost time and damage 
to product from grease made it necessary to 
design a special winder for this purpose. In 
cooperation with the Dodge distributor 
their engineers worked out a difficult prob- 
lem very satisfactorily. The Dodge-Type 
“DH-1" Pillow Block with Piston Ring 
Seals protected the product from grease 
spots and the fully self-aligning, free run- 
ning bearings carried the thin webs of ma- 
terial without breakage. One hundred and 
twenty Type “DH-1" Pillow Blocks were 
used on this one machine and as a result of 
their successful performance many other 
applications have been found in this mill. 
The orders come in regularly and the 
Dodge distributor is being called in when- 
ever drives or bearings are required. 


BSE a a EEE 
jodage Distributors 


Sel 
Lan Jeli 





on the 1934 need for 


PRODUCTION EFFICIENCY 
POWER ECONOMY 
LOW MAINTENANCE 














Many Dodge distributors are showing their customers and prospects 
how to obtain production efficiency, power economy and low mainte- 
nance at small cost by installing modern power drive and bearing units. 
They are assisting in the selection of the right drive for every job with- 


ELE LESES  LEEIOS 


out prejudice as to type because 
they have the most complete line 
of power transmission to select 
from. * 


There is no place for the high 
cost plant under N.R.A. Codes. 
Industry must modernize to oper- 
ate profitably under new economic 
conditions. Old machinery and 
equipment can be made to pro- 
duce more at lower unit cost with 
new drives and bearings. 

& 

Recognizing this opportunity, 
Dodge is carrying on a vigorous 
and consistent campaign in leading 
industrial publications backed by 
intensive sales promotional effort 
to open up for Dodge distributors 
the finest opportunity ever offered 
for successful planned selling on 
power transmission equipment. 


Are your sales efforts tied in 
effectively with the Dodge plan? 
If not, we are prepared to help you 
in every possible way. 


Dodge-Timkens 
Protect Flavor of 
Chewing Tobacco 


Lubricating oil and fine chewing tobacco 
made a combination the customers would 
not stand for. They disliked the flavor and 
shock of biting into an oil deposit. The 
tobacco company, famous for its fine prod- 
ucts, was worried but not for long. They 
located the trouble and here is what was 
happening. In drying and curing tobacco 
the leaves pass through an oven about 160- 
ft. long on a conveyor. Propeller type fans 
are suspended above this conveyor on ver- 
tical shafts. The lower ends of these shafts 
are supported within the oven and in this 
case grease lubricated babbitted bearings 
were used. Grease from the bearings was 
dropping onto the leaves as they passed 
underneath the propellers. The solution 
was simple. A Dodge representative was 
called in and Special Duty Dodge-Timken 
Bearings with Piston Ring Seals were in- 
stalled in a hurry. No more oil—no more 
complaints—and everyone is happy. 





DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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Capitalize on the present opportunity in the 
distributing field. New conditions are eliminat- 
ing unfair and troublesome competition .. . . at 
the same time, emphasizing Quality and Service. 


Be prepared to Sell Quality and Give Service. 
Have a stock of Brown & Sharpe Cutters at hand 
to get desirable Cutter business today. Brown 
&? Sharpe Mfg. Co., Providence, R. I. 
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Brown & Sharpe Cutters 


MODERN— EFFICIENK-—KEEP COSTS LOW 
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Perhaps the most valuable asset of any 
convention is the opportunity offered to 
men in different fields of endeavor to 
compare notes. This group, snapped at 
the last Triple Convention, is typical. 
From left to right: M. R. Oberholzer, as- 
sistant general sales manager, L. H. Gil- 
mer Company; Robert H. Russell, J. Rus- 
sell and Company, Holyoke, Massachu- 
setts; H. A. Buzby, president, Keystone 
Lubricating Company, and John E. 
Rooney, Geare-Marston, Incorporated, ad- 
vertising agency. 








Isaacson Employs Specialty Salesman 
The L. G. Isaacson Company, 
Aberdeen, Washington, has added to 


| its sales force a specialty salesman 


who is devoting all of his time to the 


| sale of speed reducers, v-belt drives 
| and group drives. 


The company is also pushing the 


' sale of contractors’ flood lights, flare 


kits and torches. Welding equip- 
ment will be added in the near fu- 
ture, according to present plans. 


Richard “Dick” Laiten is a specialist with 
Squier, Schilling and Skiff, Newark, New 


Jersey. He is a walking reference book 





on bearings and one or two other items 
which offer a good market in the territory. 
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HELPING morse pistrieutors 


TO TIE UP THE TOOL BUSINESS 











THE MORSE LINE The advantages of concentrating on Morse Tools 
itis are obvious. In addition to offering your cus- 

; tomers the most generally accepted line of cutting 
High Speed and Carbon tools, you get the full advantage of Morse adver- 
DRILLS, REAMERS tising which has helped to make Morse Tools the 


CUTTERS : 

as oak tee most salable line on the market. 

SCREW PLATES It is easier to sell Morse Tools 

ARBORS, CHUCKS than to try to sell against them. 

COUNTERBORES 

MANDRELS, TAPER PINS _ - —e - 
° TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD .- -*- MASS., U.S. A. 


NEW YORK STORE: 92 LAFAYETTE ST. CHICAGO STORE: 570 WEST RANDOLPH ST. 
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SIMONDS FILES 


have always been unexcelled in quality, but manufacturing 
improvements inaugurated within the past few months 
practically guarantee that these Files are now of outstand- 
ing superior quality. 


Such Files demand an identifying trade- 
mark that is unusual so that sellers and 
buyers alike may instantly recognize this 
grade of file. 


We have therefore registered in the 


United States Patent Office and are now 
trademarking Simonds Files with a brilliant 


RED 


AAA 


NATTA 


AN 


\\ 








L. B. Holt, Marshall Supply Company, 
Oklahoma, modestly says he is no great 
shakes as a salesman but will admit that, 
being an engineer, he has been able to 
make certain “suggestions” to his cus- 
tomers which have resulted in a good deal 
of business. 





Texas Belting Planning Drive on Gin 
Equipment 
The Texas Belting Company, 


| Houston, Texas, is laying plans for 


a drive for business in the ginning 
industry on gin fans and cotton seed 
scales. 

This company handles fans made 


| by the Boardman Company, Okla- 
| homa City, and scales manufactured 
| by the Fort Worth Steel and Ma- 








TANG 


This marking in no way affects prices or 
discounts, nor does the Red add to the 
quality of the file. First we attained qual- 
ity, then we RED TANG marked it for 
easy recognition. Distributors should clear 
their stocks of Files without the RED 
TANG mark so that they can take full 
advantage of the extra sales benefit of 
the new mark which enables users to 
recognize File Quality at a glance. 


Dealers desiring information about open 
sales territories should write at once. 


SIMONDS 


SAW AND STEEL CO. 


ESTABLISHED 1832 
FITCHBURG, MASS. 
CHICAGO, ILL. 
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| chinery Company. 


——_.g—___—_ 


Stritt and Priebe Adds Lines 
During the past year, Stritt and 


| Priebe, Incorporated, Buffalo, New 
York, has taken on Everlasting 


valves, “K’’ Master steam traps and 


| “B and H” valve discs. These new 
_ lines have proved satisfactory from 


a volume standpoint and have opened 
the door to many new accounts. 
—— 


Bloomington Distributor Conducting 
Paint Campaign 

Seward and Company, Blooming- 

ton, Indiana, is conducting a special 

sales campaign in conjunction with 

the American Asphalt Paint Com- 


| pany on the latter’s line of Valdura 


Enamelized paint. 
———_<g>—_—_—- 


Baldwin-Hall Represents Yale and 
Towne 
Baldwin-Hall Company has been 


| appointed exclusive distributors in 
| the Syracuse territory for the Yale 
/and Towne Manufacturing Com- 


pany’s line of hoists, trolleys and ma- 
terials handling equipment. 
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IRON PIPE 


TONCAN IRON 


PLL 


REPUBLIC ELECTRIC 
WELD... EQUALS LONGER LIFE IN SERVICE 








There are plenty of places in buildings, in industrial plants, in mines and in marine 
service where the conditions of use are severe enough to make it well worth while 
for the buyer of pipe to spend all the time necessary to obtain a complete under- 
standing of the relative merits of the many kinds available. 

Such a comparison will bring to light the fact that Toncan Iron Pipe combines 
the rust-resistant qualities of a true alloy iron and the fine physical characteristics 
that result from the Republic electric resistance weld process. 

Remember these facts when specifying or buying pipe. Toncan Iron is an alloy 
of refined iron, copper and molybdenum. In rust-resistance it ranks first among the 
ferrous metals after the stainless alloys. The finished pipe is uniform in grain 
structure throughout. Also, it is perfectly round, straight, uniform in diameter and 
wall thickness, and free from rust-promoting scale. 

The experience of thousands of users prompts the statement that in Toncan Iron 
Pipe you will find a big plus value—longer trouble-free life and less frequent need 
for replacement. Write today and ask us to send you a copy of “Pipe for Permanence.” 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “aR YOUNGSTOWN, OHIO 





52 


MILL SUPPLIES 








—SAAAAA AA. 


Up To DATE 


—SLLID LID ADDL SI DASA AD DAA AAAAAAAAAAAAAAA DAA AA AAA A A DA. AA. A.A, AAAS, So, 
































| 


wa ww www LLL LLL LL LLL LLL LE —SLLDLLLLLILII ILL II LA — SLL LLL PII LLL LLL LEE EFS L LLLP LL AD AA AAA 


ca 


DSL SG SS EEEEEEEEEEEEE_EE_EEEEEEEEEEE_EE_EEEEEEEE_AEPSYEEE PLE 





NATIONAL 


LINE OF HIGH SPEED AND 
CARBON STEEL CUTTING TOOLS 


COMPLETE 








MODERN.--Up to the minute, in design, materials 


and heat treatment. 


COMPLETE--In range of sizes and kinds of tools. 


These are reasons for the ever widening field of 


sales of NATIONAL products. 





TWIST DRILLS, REAMERS, MILLING, 
CUTTERS, HOBS, SPECIAL TOOLS 





NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U.S.A. 


Fd 
w 





C. H. Mellish, treasurer of the H. W. 
Moore Equipment Company, Denver, Col- 
orado, invites you to the company’s own 
| motion picture theatre. The sign above 
| the door reads: “Motion Picture Theatre. 
| Today’s Feature—Equipment on the Job.” 
| It is a good aid to selling, Mr. Mellish 
reports. 





| 

| Dilworth Distributing New Catalog 
| J. E. Dilworth Company, Incor- 
| porated, Memphis, Tennessee, and 
Vicksburg, Mississippi, is distribut- 
ing its catalog “C” compiled by R. R. 
Donnelley and Sons Company. The 
book is bound in red and contains 
788 regular pages and several colored 
inserts. 

| This new book is the third to be 
‘eos by this company in eleven 
| 

| 
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years. The first was delivered in 
1923, shortly after the company was 
organized, the second in 1927, and 
now the third. 
| eats. emia 
| 
Building Registers Gains 

Contracts awarded for all classes 
of construction in the 37 states east 
of the Rockies during the initial half 
of March reached a total within four 
per cent of the volume reported dur- 
ing the entire month of February, 
according to figures of F. W. Dodge 
Corporation. Construction awards 
in the first 15 days of March, total- 
ing $92,521,800 were larger also by 
55%, than the total reported for the 
entire month of March, 1933. Al- 
though the increases over last year 
were due chiefly to larger govern- 
mental undertakings, the Dodge Bul- 
% | letin indicates a moderate gain in 
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“*...for cutting Everbrite, 


Monel Metal and other nickel 
alloys on which the service 
required is most severe, we find 


Disston Bands very satisfactory.” 


wee 


Photograph taken at plant of American Mangan- 
ese Bronze Company, Philadelphia. Thompson 
Band Saw Machine, 2914" diameter, 28 R. P. M., 
operating Disston Band, 15'7” long, 54“ wide, 
20 gauge, 10 teeth perinch. Cutting risers from 
castings of Everbrite, Monel Metal and other 
nickel alloys. Statement on results, by C. H. 
Williams, Manager, quoted above. 

































METAL-CUTTING 
BAND SAWS meet every need for 


shape and size of teeth, set, speed, feed — 
Plus UNIFORMITY in steel and heat-treat- 
ment, assuring hardness ALIKE in every tooth 
and satisfactory service under most severe 
requirements. Disston Bands make men and 


machines more productive, reducing costs. 





HACK SAW BLADES... Made 
of full high-speed steel from 
Disston’s own steel furnaces. Stay 
sharp longer. Cut faster. More work 
per hour; more hours per blade. 


METAL - SLITTING SAWS... 
Hollow-ground for clearance. Not 
only accurate and efficient for slot- 
ting, but economical for regular 
cut-off work on small stock. 


HIGH-SPEED STEEL TOOL- 
HOLDER BITS... Designed for 
heavy cuts at high speed. Hard- 
ened and tempered. Dressed at 
both ends. Individually inspected. 


DISSTON FILES...Sharp, deep 
teeth, cut uniform in width and at 
correct angles, on a foundation of 
Disston file steel. Cut faster. Last 
longer. Unequalled in economy. 


Henry Disston & Sons, Ine. 


423 TACONY, PHILADELPHIA, U. S. A. 
Canadian Factory: TORONTO 


Branches: 


BANGOR, ME., BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, 
SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, 8B. C. 


FREE to you... 


Any one or all of these 


DISSTON 





METAL- 
CUTTING 
MANUALS 


To: 
HENRY DISSTON 
& SONS, Ine. 


423 Tacony, 
Philadelphia, U. S. A. 


Checked below 
are the Metal- 
Cutting Manuals 
which you will 
please send, mark- 
ed fortheattention 
of undersigned. 


C7 Disston Metal-Cutting Band Saws 


‘a DISSTON FILES 


Solid-Tooth 
Metal-Cutting Saws 


Attention of..._........-...---. 


Piews awee..........-......-<.-.-- 


CJ HACK SAW BLADES 


Carboloy-Fitted 
Saws and Tools 
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Fig. 230 Fig. 711 
Fig. 732 “UNBRAKO” “UNBRAKO” Fig. 723 
“UNBRAKO” Socket Head Socket Head 


“UNBRAKO” 
Stripper Bolts Hollow Pipe Plugs 


281,500 lbs. per sq. inch—is the tensile strength that has been 
recorded for “Unbrako” Screws—almost unbelievable, but there 
it is. Free samples for doubting Thomases. 

GET “UNBRAKO” BULLETIN 


“HALLOWELL” 


Hollow Set Screw Cap Screw 






— 


Pat'd and Pat's Pend’g 





Fig. 732—“‘Hallowell” Steel 


Pat. Applied For 


. lied For 
Fig. 1249 Work-Bench a 
“HALLOWELL” with shelf below for additional convenience. Fig. 1267 
Steel Stool, Wood Strong, rigid, with one-piece, smooth steel “HALLOWELL” 
Seat, Adjustable top, easy to keep clean. Shipped from stock, Steel Revolving Stool, 


Hinged Back knocked down. Drawer not included. Wood Seat, Foot Rest 
Get “Hallowell” Steel Shop-Equipment, Steel Stool and Chair Bulletins 


“PIO 


Fig. 300—“‘Pioneer”’ Steel Shaft Hanger 
The “Pioneer”, the original Shaft Hanger of Steel; revolutionized 
Shaft Hangers; only steel Hangers with integral feet. Millions 
in use the world over. 


GET OUR TRANSMISSION BULLETIN 


STANDARD PRESSED STEEL CO| 


BRANCHES 











BRANCHES 
janie JENKINTOWN, PENNA. es 
DETROIT BOX 519 ST.LOUIS 

















privately-financed construction proj- 
ects as well. 

February awards for construction 
of all descriptions in the 37 eastern 
states totaled $96,716,300 as against 
$186,463,700 for January and $52,- 
712,300 for February, 1933. Feb- 
ruary awards were 83% larger than 
those registered in February, 1933. 
Gains over last year were shown for 
each of the four major classifications : 
residential building; non-residential 
building; public works; and public 
utilities. Likewise, increases were 
shown both as respects publicly-fi- 
nanced construction and privately- 
financed work. This latter item reg- 
istered a gain also as contrasted with 
January of this year; but publicly- 
financed awards showed a recession 
of 59% from January. 

Contracts for construction of all 
types showed gains over February, 
1933, in each of the 13 Dodge dis- 
tricts, except the Metropolitan Area 
of New York, Upstate New York 
and Texas districts. For the initial 
two months of 1934 contracts were 
larger than in the corresponding pe- 
riod of 1933 in each of the 13 dis- 
tricts except the Metropolitan Area 
of New York, Upstate New York, 
New Orleans and Texas territories. 

eetialliiichinens 
New Salesman for Standard 
Equipment 
The Standard Equipment and Sup- 


ply Company, Hammond, Indiana, 


added Ray Austgen to its sales force 


on March 1. 


This company is now distributing 
the entire line of valves and fittings 
manufactured by the Walworth 
Manufacturing Company. 





One instance when salesmen succeeded in 
pushing a bashful purchasing agent to 
the front and these Maddock and Com- 
pany salesmen certainly enjoyed doing it. 
Left to right: W. C. Fenning, William 
Schollhorn Company; Earl Fluke, store 
manager; Edward Glaser, William Hoff- 
man, purchasing agent; Bill Tuppeny (the 
cold snap was on in Philadelphia); E. 
Hummel and Charles Pearson, the latter 
two being veteran Maddock salesmen. 
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years of intensive application to the problems of belt lacing are behind 
the highly refined equipment produced by Clipper today. 

seconds is the time required to lace a six-inch belt with the Clipper 
No. 6 speed lacer. 


years of continuous running is one of many records made by belts 





laced with Clipper Hooks. 


O f to 30% less than any other belt hooks made in America is a price 
argument which alone should convince every plant purchasing 
V4 re. agent that Clipper Quality Hooks are the only hooks to buy. 





Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 























New 


and Improved Products 














Hand Grinder 





NEW, light weight, high speed hand 
44 grinder for use by pattern, machine 
and engraving shops, and in tool rooms, 
has just been announced. This grinder will 
be known as the model 8-HG. It weighs 
only one pound, 10 ounces, and is so bal- 
anced that it can be held in the hand and 
used as one would use a pencil. It is 
powered with a 1/40 horsepower motor of 
the universal type which can be used on 
either A. C. or D. C. current. The motor 
has a speed of 15,000 revolutions per 
minute; is excellently ventilated, making 
continuous use possible; has an armature 
that is dynamically balanced, which makes 
for smooth operation, and long commu- 
tator, brush and bearing life. The arma- 
ture is mounted in precision ball bearings 
of the double grease sealed type, which 
assures maximum bearing life and elimin- 
ates friction drag to the minimum. Special 
'g-inch capacity chuck, toggle switch, 8- 
feet of rubber covered cord, plug, and 
three grinding wheels on shanks, are 
regular equipment. Twelve different shaped 
wheels in a special box will be available 
as extra equipment.—The Dumore Com 
pany, Racine, Wisconsin, Mitt. Supp ies, 
April, 1934 


Lathe 





RMATURE turning, valve refacing, 
4 making pins, bushings, sleeves and 
guides are just a few of the jobs that are 
said to be easy of accomplishment with 
this low cost small lathe. Spindle is one- 
inch alloy steel turned to 44-inch diameter 
between bearings. There is a %-inch hole 
clear through, with Number 1 Morse taper 
at the nose. Spindle is mounted on two 
large Timken bearings. Drive is belt to 
countershaft, belt to spindle. Two four- 
step V-belt pulleys provide speed range 
from 165 to 1000 revolutions per minute. 
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Pulleys are of gray iron, accurately ma- 
chined. A belt shifter makes speed chang- 
ing easy and safe. A %4-horsepower motor 
connected to a light socket will handle the 
normal run of work. Tail stock has ground 
steel arbor with Number 1 Morse taper 
hole, travel 1% inches. Has long perfect 
bearings on bed, and lever lock —Swayne- 
Robinson and Company, Richmond, Indi- 
ana. Mitt Suppries, April, 1934. 


Fire Protection System 





UILT and designed for stationary in- 

stallation only, this fire protection 
system is intended for protecting dip 
tanks, drain boards, quenching tanks, mix- 
ing churns, cleaning tanks and a wide va- 
riety of vessels containing inflammable 
liquids. Construction is such as to pre- 
vent accidental discharge and permits easy 
recharge and maintenance. Automatic pro- 
tection is insured by a sensitive fire de- 
tector while manual control can be fur- 
nished if desired. Minute bubbles, filled 
with carbon dioxide gas, smother the fire 
Unlike water, this foamlike layer floats 
on water and clings to walls and ceilings. 
A reduction of 50% in floor space re- 
quired is claimed by the manufacturers.— 
American-La France and Foamite Cor- 


poration, Elmira, New York. Mit Sup- 
PLIES, April, 1934 
Air Nozzle 
OMPACT in design, fitting easily 


into the palm of the hand, this air 
nozzle is intended for cleaning gasoline 
and oil lines, blowing away dirt, metal 
chips, etc. Though simple in construction, 
it is very effective for cleaning tubing 


and removing small fragments, grit and 
dust. The nozzle is sturdily made and is 
operated with a button control air-valve. 
Special composition washers prevent leak- 
age.—Imperial Brass Manufacturing Com- 
pany, Chicago, Illinois. Mitt Suppties, 
April, 1934 


Rotary Pumps 


IMPLICITY of design and sturdiness 

of construction is featured in this 
pump built for heavy duty service, in- 
cluding the handling of viscous liquids, 
or for producing vacuums up to 26 inch 
HG (or approaching the barometer under 
special conditions), handling air and 
liquid simultaneously. These pumps are 
built on the two-impeller principle, with 
two and three-lobe impellers, depending 
upon the type of service to which they 
are applied. Cylinder and base are in- 
tegral, with the inlet at either side to 
suit individual conditions. Discharge is 
at the top. Bearings and gears are pro- 
tected from contact with the fluid, being 
handled by improved stuffing boxes. 
Available in sizes to meet individual needs 
and with any standard driving arrange- 
ment. — Roots-Connersville Blower Cor- 
poration, Connersville, Indiana. Mutu. 
Supptiss, April, 1934. 


Glue Pot 





HE six improvements made in this new 

model glue pot are of a minor nature 
but are very important, however. Three 
changes have been made to add increased 
strength to various parts. A moulded 
rubber attachment plug and a_ steel- 
armored connector plug replace the bake- 


lite parts previously employed and a 
rugged lava terminal insulator replaces 
the porcelain part. Some users wish to 


employ their glue pots without a wiper 
rod so that a removable wiper rod now 
replaces the riveted type and prevents de- 
facing of the pot if the wiper rod is re- 
moved. Glue has a great tendency to 
lodge and stick wherever possible, so the 
new Hold-Heet glue pot has completely 
eliminated the use of ears on both the 
inner chamber and the outer pot and there 
are no projections where the glue can 
lodge.—Russell Electric Company, Chi- 
cago, Illinois. Mitt Supptirs, April, 1934. 
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THE SPIRIT OF 
ACHIEVEMENT 








Thermoid Products are 
engineered with the same 
spirit of achievement that 


has produced the world’s 
spectacular projects. 


The extra long life of Thermoid products 
is not a happenstance. Their ability to 
out-perform on the job is not accidental. 
Every type of Thermoid belting, hose and 
packing is designed and built for a life of 
service and a perfection of performance 
that engineering alone can give. The 
engineering for the world’s greatest proj- 
ects is approached with no greater zeal 
than Thermoid engineers give to the 
building of each Thermoid product. 


Every product that bears the Thermoid 
name has been field tested! Laboratory 
success is never considered sufficient. Each 
item, no matter how seemingly insignifi- 
cant, must have weathered a gruelling, 
real life test before winning its Thermoid 
trade-mark. More and more usersof belting, 
hose and packings buy by that quality mark! 


And remember these two pertinent facts: 
The Thermoid line carries a worth while 
margin of profit and is backed by a liberal ar 
jobber policy. - 
THERMOID RUBBER COMPANY a ON ve < ee 
Factories and Main Offices yas b.) muti \ 


TRENTON, NEW JERSEY Vee goa a ‘ ‘ 


- 
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Laying the blast for tower 
foundations to span the 
Hudson River at Bear Mountain 


BELTING 4 Photograph by Rittase. 
hermol HOSE AND PACKINGS a 

















New and Improved Products 














N bearing application problems, where 

lubrication is difficult or often neglected 
in hard-to-get-to places, these graphited 
bushings are said to provide a practical 
solution. More than 40% of the entire 
bearing surface’ of these bushings is dove- 
tailed into the bronze metal structure and 
is not soluble in water, oil or gasoline 
If oil or grease is applied, it penetrates 
the graphite lubricant and aids in the effi- 
ciency of the bearing. The usefulness of 
any bearing depends upon the wear resist- 
ance of its bearing surface. Minutely 
spaced alternating metallic and graphited 
surfaces produce a structure similar to 
that found in preferred bearing alloys. 
For intermittent action and on less im- 
portant bearing applications, sheet bronze 
graphited bushings are recommended. For 
high speeds and light loads, or for slow 
speeds and heavy loads, cast bronze 
graphited bushings serve the application 
best. Anti-friction results, lower main- 
tenance costs, longer life and uninterrupt- 
ed production are made possible with this 
new type bushing.—Johnson Bronze Com- 
pany, New Castle, Pennsylvania. Mtr 
Suppries, April, 1934 


Steam Trap 


Sem, | 


‘STean wear 
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WATER myer 


HE principle of this trap is an ar- 
rangement of valves, actuated by a 
tilting tank through an arrangement of 
levers Tank mounted eccentrically, on 
hollow trunnion, is held in horizontal posi- 
tion when empty, by means of a large 
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counterweight. When tank fills with water 
(through hollow trunnion), counterweight 
is over-balanced, and tank tilts, actuating 
the valves. It not only traps condensed 
steam, but permits condensation to be 
turned into live steam with smallest pos- 
sible use of fuel. Uses same volume of 
steam as volume of water fed to boiler; 
does not require lubrication; has only two 
valves, both are in plain view and both 
may be packed without taking trap apart. 
\ble to handle water and return it to 
boiler at temperature as high as 335° Fah- 
renheit; when used instead of pump, can 
increase thermal efficiency of plant by re- 
turning condensate hot, by as much as 
20% ; maintenance cost is low; counter 
records number of operations; accurate 
meter is obtained, allowing accurate check 
on feed water and heating surface, boiler 
horsepower and heater capacity.—The 
Nason Manufacturing Company, New 
York, New York. Mitt Suppuies, April, 
1934. 


Car Door Opener 








HIS simple, foof-proof tool operates 

by short pulls, from an upright posi- 
tion, away from the car, thus eliminating 
possibility of falls, pinched fingers and 
strains. Case and hook are of east electric 
steel. A pull of moderate force near 
center of chain exerts a pulling force of 
over 2,000 pounds on the car door. The 
complete unit weighs only 15 pounds.— 
The Mining Safety Device Company, 
Bowerston, Ohio. Mitt Suppties, April, 
1934. ° 


Gasket Type Pipe Coupling 





OENING of straight plain end pipe 
without grooving, threading, beveling 
or upsetting the ends, is made possible 
with this gasket type drop forged cou- 


pling. Yet this coupling provides strength 
in tension sufficient to meet all strains 
during assembly of pipe line and while 
the line is under pressure. The gasket is 
so designed as to provide a double seal 
which is equally effective against either 
pressure or vacuum. Joints can be broken 
down and made up again any number of 
times without impairing efficiency of cou- 
pling and it can be reassembled on same 
pipe or new pipe with no inconvenience 
whatsoever.—The Champion Machine and 
Forging Company, Cleveland, Ohio, Mitt 
Suppuies, April, 1934. 


Torque Ring Couplings 





HIS torque ring coupling is an all 

steel, lubricated gear type coupling 
employing the new patented principle of 
“quadruple engagement.” When the con- 
nected shafts become misaligned, there are 
four points within the coupling at which 
relative movement can freely take place. 
Each torque ring can tilt and can slide end- 
wise with respect to its hub member, and 
the torque rings (and hubs) can also tilt 
and can move end-wise within the single 
piece cover sleeve. When running, oil 
under centrifugal pressure fills the space 
between the cooperating gear teeth. As 
this permits no metal to metal contact 
or rubbing action between the gears, long 
life is insured.—John Waldron Corpora- 
tion, New Brunswick, New Jersey, MIL 
Supp.ies, April, 1934. 


Wood Putty 


OMPOSED of real wood and a new 

synthetic resin, Las-Stik, when dry 
has the same properties as wood—nails 
can be driven into it and it can be sawed, 
planed or carved. This substance will 
not shrink or pull away from the sur- 
rounding wood, thereby insuring strong 
and permanent repairs. Its range of uses 
varies from furniture repairing to pattern 
making. In addition to being made in the 
common wood finishes, natural, mahog- 
any, light oak, dark oak, walnut and 
white, the wood putty may be colored 
with special colors. Any tone or pastel 
shade may be produced in a few seconds 
by proper mixing.—The Las-Stik Manu- 
facturing Company, Hamilton, Ohio. M1. 
Supp.iss, April, 1934 
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NTO the cities you cover in your 
sales work goes Nicholson File 
National Advertising, reaching agents 
of industrial plants, making it easier 
for you to sell Nicholson Files. 

This advertising reaches your cus- 
tomers through industrial publica- 
tions like Mill & Factory. Equally 
important is the fact that Nicholson 
File Advertising also reaches your 
customers in their homes, through 


99 


advertising in newspapers and 
magazines like Time and Collier’s. 

And the fine thing about selling 
Genuine Nicholson Files is the way 
they make good on the things said 
about them. Coming up to the de- 
mands and expectations of the indus- 
trial buyer in every respect, Nichol- 
son Files bring not only orders but 
re-orders for you. Nicholson File 
Company, Providence, R. I., U. S. A. 


A FILE FOR EVERY PURPOSE 
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A NEW line of heavy standard bronze 
globe and angle valves features sev- 
eral changes in design. An interesting and 
important new departure in these valves is 
the cadmium plating of the malleable iron 
union bonnet ring and stuffing box nut. 
This finish was selected from among 
many others after accelerated weathering 
tests had shown that it afforded perma- 
nent protection against rusting, and it is 
said to have a self- lubricating quality on 
the threads. The union bonnet ring con- 
struction is used for these valves with 
malleable-iron bonnet ring for strength 
and rigidity, and a bronze-to-bronze true 
union joint between the body and the 
bonnet. The stem head has a rounded 
machined bottom surface which makes a 


low-friction bearing contact with a 
smooth milled recess in the disc holder. 
This construction not only reduces fric- 


tion to a minimum but is also found to 
make it easier to start the valve open and 
to close the valve to an absolutely tight 
position. Another feature which is said 
to reduce operating friction is the use 
of four guide prongs on the disc holder 
which prevents tipping or binding of the 
disc holder as the valve is opened or 
closed. These guide prongs also permit 
holding the disc holder firmly but without 
damage in a vise for replacement of the 
disc. Many additional refinements of de- 
sign have been included to further im- 
prove the operating ease and economy. 
They are made in a full range of sizes 
from %-inch to 3-inch inclusive and are 
suitable for 150 pounds working steam 
pressure and 250 pounds working water 
pressure —The Kennedy Valve Manufac- 
turing Company, Elmira, New York. Mur 
Suppuies, April, 1934 


Sand Blast Machine 
HIS device is intended as a general 
utility machine, applicable to a great 
variety of purposes such as the cleaning 


of castings, forgings, heat treated steel 
parts, steel tanks—inside or outside— 
buildings, steel structures, etc. The im- 


portant features of this machine, which 
has an effective capacity of 3 cubic feet 
of abrasive, are: a single control valve; 
no moving parts in path of the abrasive; 
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use of any abrasive- 
grit, or a mixture—without change of 
tank; 45° hoppers facilitate filling and 
permit the use of every grain of abrasive 
in the tank; minimum of parts; valves 
with only one moving part in each. 
\vailable with either legs welded on or 
mounted on large wheels.—The W. W. 
Sly Manufacturing Company, Cleveland, 
Ohio—Mit- Suppties, April, 1934 


sand, metal shot or 


Rust Remover 





TON-POISONOUS and harmless to 
the hands, this rust remover is suit- 
able for cleaning rusted metal prior to 
repainting. It can also be used for re- 
moving rust spots from bright metal sur- 
faces. Laboratory tests show that an ap- 
plication of this product on a rusted 
surface leaves a surface microscopically 
free of rust after a very short period.— 
The Rusticide Products Company, Cleve- 
land, Ohio, Mitt Supptiies, April, 1934. 


Remote Control For Arc Welders 





HIS device, known as “Lincontrol,” 

enables the operator to increase or de- 
crease the voltage of an electric arc weld- 
ing machine even though he may be at a 
considerable distance, as illustrated above. 
The operator taps the electrode on the 
work several times—the voltage is auto- 
matically raised. A larger number of taps 
and the voltage is lowered. When work is 
begun in the morning, the welder is cold. 
After the machine is warmed up the cur- 
rent setting should be changed. With this 
remote control device this can be done 
without making a trip to the machine. 
Changing from horizontal to vertical 
welding with the necessary change in elec- 


trode sizes, likewise calls for a voltage 
change. “Lincontrol” involves the use of 
no additional cables or rheostat. Its me- 
chanism is encased in a small box which 
may be quickly attached to the welder 
voltage control. No additional apparatus 
of any kind is necessary. he regular 
hand controls may still be used as desired. 
—The Lincoln Electric Company, Cleve- 
land, Ohio. Mux Suppwies, April, 1934. 


Collapsible Taps 


APS that can be used either as sta- 

tionary or rotary taps are offered in 
this new line of taps made in two types: 
a collapsible tap for either straight or 
taper tapping and a receding chaser col- 
lapsible tap for taper tapping. Their de- 
sign permits the use of one tap body to 
cover a wide diametrical range by the 
application of tap heads of various sizes. 
The same tap body may be used for 
either right or left hand tapping, pro- 
viding right and left hand tap heads are 
employed. An adjusting screw, of the 
ratchet type, affords .001 inch degrees of 
adjustment to the tap heads.—Landis 
Machine Company, Waynesboro, Pennsyl- 
vania. Mitt Suppwies, April, 1934. 


Polishing and Rubbing Tool 





p pESIG’ ED for rubbing down and pol- 


ishing lacquer, this new high fre- 
quency tool is equinped with a two phase, 
180 cycle,s225 ci 110-volt motor. Speed 
is 1800 revol:aons per minute. Operates 
with eight-inch or nine-inch disc with rub- 
bing pad or lamb’s wool. Has %-inch 
spindle, 11 threads. Overall length, 16% 
inches, weight, 10% pounds net.—The 
Buckeye Portable Tool Company, Dayton, 
Ohio. Mit Suppties, April, 1934. 


Correction 


ft page 52 of the March issue an item 
on a new method of tap construction 
was headed “Hand Taps.” 
tion are made in a variety of types includ- 
ing not only hand taps but spiral-pointed 
hand taps, machine screw taps, nut taps, 
pulley taps and tapper taps, the latter type 
being made in both bent shank and straight 
shank. Further, in the body of the article, 
it was stated that taps are available in 
sizes from %-inch to one-inch. In addi- 
tion to these sizes, all types can be furn- 
ished special in non-listed sizes, Machine 
screw taps are made in sizes smaller than 
Y%-inch. This line of taps is made by the 
J. M. Carpenter Tap and Die Co., Paw- 
tucket, R. I. Mitt Suppries, April, 1934. 
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Since we believe that... 
Distributors Serve Industry 


ECONOMICALLY 













Call in the New York Belt- 
ing & Packing Company 


USE THIS EFFICIENT METHOD OF 
SELECTING MECHANICAL nen GOODS 








AND HERE IS WHAT YOU WILL GET 


1. Time-tested, nationally proved brands from a complete line of such famous 


products as TEST SPECIAL BELTING, COBBS PISTON PACKING, INDESTRUCTIBLE 
STEAM, AIR, AND WATER HOSE. 


2. Products of the right size and proper design to do your job as you want it done 
3. Prices that assure you of definite economy in operation. 
4. Prompt service from adequate stocks. 


5. Complete satisfaction from a Competent Distributor and America’s Oldest Monu- 
facturer of Mechanical Rubber Goods. 








New York Bettinc & Pacxinc Company 
1790 BROADWAY % y NEW YORE. N. Y. 
88 YEARS EXPERIENCE IN PRODUCING “"*" MECHANICAL RUBBER ‘GOODS 








W: promote New York 


Belting & Packing Co. Dis- 
tributors in our consumer 
Srey This applies 
te our comprehensive pro- 
gram of direct mail adver- 


tising as well as to national 





publication advertisements 


such as the one Gunite 


at the left. | 


If you are not 100 per cent 
satisfied with your present 


line of mechanical Rubber Goods, investigate 


now the possibilities of distributing the 


complete line of 


New York Belting & Packing Co. 


_. 1790 sronouar (@) @ NEW cap N.Y. 
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“TOLEDO” 
== 


STANDS OUT FROM THE CROWD 


There have been many different kinds of pipe tools designed and 
offered to the trade with extravagant claims within the past 30 
years, but despite all such claims "TOLEDOS" remain the acknowl- 
edged leader among the experienced users. 


The original "TOLEDO" design of receding die and the taper pin principle, 
first introduced in 1900, has never been improved upon. Simple in construc- 
tion, easy to operate and time tested under the most severe operating condi- 
tions, "TOLEDO" tools are today, as they were a quarter of a century ago, 
the outstanding tools and the tools that are demanded by the trade. The 
very fact that the “TOLEDO” principle is most frequently imitated is flatter- 
ing evidence of “TOLEDO” superiority. 


“TOLEDOS" are the one line of pipe tools you can offer to your customers 
with every assurance of satisfactory service and be assured our protection to 
you as a distributor. 


Genuine “TOLEDO” Tools are made only by 


THE TOLEDO PIPE THREADING 


MACHINE CO. » TOLEDO, OHIO 
New York Office, 72 Lafayette St. 

















The New The New 
POWER KING POWER BOY 


for the heaviest loads for average loads 





CAR LOADINGS 
ARE STILL GOING UP! 


That means car movers are in use on plant sidings everywhere. 

Thousands of these are inefficient—practically worn out. At 
many of the larger plants, they need more movers than they 
now have. 

7 this opportunity. Tell buyers about the speed, the ease 
of handling, the F tena the economy of The Power King and The 
Power Boy. Orders—profitable orders—will result. 
If you do not now sell— 








THE POWER KING THE POWER BOY 
THE BADGER THE NEW BADGER 
and THE ADVANCE Safety Car Wrench 


—Write for complete information 





| 
| 
| 
| 


THE ADVANCE CAR MOVER CO. 


APPLETON “ie WISCONSIN 
CANADIAN ADVANCE CAR MOVER CO., Welland, Ontario, Canada 

















Problems Facing This Industry 
(Continued from page 11) 








the manufacturer and regardless of 
whether this volume originates with 
the user or with the manufacturer. 

Therefore, instead of working to 
the end of placing all distributors in 
the same class merely because they 
take unto themselves the designation 
of distributor, or of placing all na- 
tional corporations in the same class 
merely because they operate in more 
than one location, or of establishing 
prices for accounts of large volume, 
medium-sized volume and small vol- 
ume, we should be working toward 
the end of making the concern which 
creates the expense pay for it. 

We, as distributors, can have no 
quarrel with the manufacturer who 
elects to sell direct, but we certainly 
do have a case against the manufac- 
turer who, while presumably carry- 
ing on a policy of merchandising 
through the distributor, has his own 
arbitrary way of recognizing volume 
consumer business in which he de- 
nies the distributor the right to par- 
ticipate or requires him to partici- 
pate at an impossible margin of 
profit. 

If I were requested to suggest a 
program that was economically sound 
and devoid of selfish reasoning on 
the part of both the manufacturer 
and distributor, it would be some- 
what as follows: 

1. Drop the endless discussion as 
to trade classification, which never 
leads to anything constructive, and 
give consideration wholly to a basis 
which adequately recognizes the eco- 
nomic functions performed. 

2. Mill supply distributors, through 
their trade associations, should as- 
semble complete facts on the cost of 
distributing each of the various lines 
that make up the mill supply busi- 
ness. 

3. In possession of this cost in- 
formation, distributors should ap- 
proach each of the manufacturing 
trade groups and request that they 
frankly disclose the costs of their di- 
rect distribution to the industrial 
trade. A vast majority of manufac- 
turers are distributing direct in some 
markets, whether by choice or in- 
ability to get satisfactory distributor 
outlets. 

If it can be shown by distributors 
nationally that a certain line has a 
certain average margin of profit for 
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the distributor and that upon the ba- 
sis of the inherent nature of the line 
and the way it must be merchandised 
this margin of profit is inadequate, 
we should make it incumbent 
upon manufacturers either to prove 
through the figures of their own di- 
rect distribution that the distributor’s 
costs are high, or by collective action 
refuse to handle that particular line 
on the basis that it unfairly penalizes 
the profitable lines or requires the 
distributor to do business below cost. 
4. Urge manufacturers to estab- 
lish wholesale units. These whole- 
sale units should be identical with 
production units, whenever possible. 
Thus, in mechanical rubber goods the 
units would be a reel of hose, a full 
roll of transmission belting, a 200- 
pound roll of red sheet packing. 
Purchases in these wholesale quan- 
tities, whether by the distributor or 
the consumer should be rewarded by 





Factors to Consider in Deter- 
mining Profit Margins 

. Potential volume 

. Average size of order 

. Annual turnover 

. Handling losses 

. Kind of product—technical or 
non-technical 

. Functions expected of distribu- 
tor, such as warehousing, sell- 
ing, capital investment, deliv- 
ery. and servicing 


uh wd 


ion) 





a differential representing the eco- 








nomic saving made possible by such | 


purchases, 

Thus, all trade classifications, such 
as national corporations, large and 
medium-sized buyers, would vanish 
in the light of the account either 
purchasing in wholesale quantity or 
not. 

x ees all manufacturers to 
establish a factory price on materials 
that are subject to normal production 
schedules as to delivery. The ex- 
pense to the manufacturer in provid- 
ing factory and field stocks ought to 
be charged against the purchaser who 
makes such factory and field stocks 
necessary. In other words, establish 
a differential for orders which are 
subject to factory production. 

6. Manufacturers should establish | 
a policy requiring the distributor to 
pay his rightful share of the expense | 
of their representatives located at 


DELTA FILINGS 


OTHER FILINGS 


DELTA FILES 





IN YOUR CUSTOMER’S PLANT—start 
Deltas off on a race with ordinary files. 
When you suggest it as a sporting proposi- 
tion, he is sure to be interested. 


Select two workmen of equal ability. Give 
each an equal bar of metal, clamped in up- 
right position in a vise. Catch the filings 
from each. Let the race run sixty seconds 
(approximately 55 strokes)— 


Now for the decision! Have your customer 
compare the kind of filings. Delta filings 
will be long chips, like those from a sharp 
lathe tool instead of fine dust. Next weigh 
the filings. You will find the Delta has won 
by at least 25%. 


Point out to your customer what this saving 
means in all his filing operations. It is bet- 
ter, of course, to conduct an all-day test. 
For, the longer the competition, the more 
pronounced is the superiority of Delta Files. 


Delta distributors are winning new cus- 
tomers and new profits day after day by 
this test. If you are not a Delta distributor, 
investigate the Delta story. 


4& DELTA FILE WORKS 


4837 James Street (Bridesburg) > 


Philadelphia, Pa. 





FILES 
or 
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Cap Screws are not ‘Just 
Cap Screws” when they’re 
CHANDLER CAP SCREWS! 


CHANDLER maintain a com- 
plete stock insuring prompt 
delivery at all times. 


CHANDLER prefers to sell 
through distributors elimi- 
nating direct competition. 


We are interested in making 
distributor connections—may we 
discuss a tie-up with you? 











CHANDLER PRODUCTS 


CORPORATION 
1491 CHARDON RD.......... CLEVELAND, OHIO 
































4 STANDARDS 


To be sold successfully, hack saw blades 
“== must attain exacting performance standards 
_.. That is why Barnes Blades possess the four 
major qualifications of a good hack saw blade . . . 


ability to cut hard materials . . . retain a keen 
cutting tooth . . . cut thin materials with- 
out stripping teeth . . . and stand hard usage 


... Our manufacturing policy enables us to guar- 
antee absolutely the hardness and uniformity of 
our blades . . . No wonder Barnes’ reputation is 
counting heavily for distributors today. 


EERE 


W. O. BARNES CO., INC. 
1297 Terminal Ave. Detroit, Mich. 
and Leading Jobbers Everywhere 




















J. F. Mulach, Jr., and T. Ed Lowman, of 
the Lowman Shields Rubber Company, 
Pittsburgh, Pa., are shown in conference 
over the potential market in the Pitts- 
burgh area for a new line of rubber goods. 





points other than at manufacturers’ 
locations. 

If the distributor is given the full 
time of a factory representative, he 
should be required to assume his full 
expense; if he is given one-half 
time, one-half of the expense and if 
he requires no sales assistance, the 
distributor should be entitled to a 
differential equal to the expense of a 
held representative. 

7. Any quantity purchase beyond 
that of a factory package or whole- 
sale unit above set forth, as for in- 
stance the carload lot, should be re- 
warded with a price differential. This 
price differential should be accorded 
to all classes of buyers who may pur- 
chase in such quantities. 

8. The manufacturer who offers a 
consigned stock should adopt a policy 
of requiring the consignee to pay in- 
terest charges on the investment rep- 
resented by the consigned stock. Any 
other expense, such as remnants, ob- 
solescence and the like, should be 


| paid by the consignee as the one who 


has created it. 

Such an effort, in my opinion, 
would result in the setting up of sell- 
ing policies effective both to users 
and distributors that would operate 
in entire fairness to everyone con- 
cerned, so fair in fact that the 
policy could be published and broad- 
casted. Since an economic reason ex- 
ists for all of the differentials that 
would be operative, there would be 
no need for secrecy, as any concern 
that so conducted its buying and sell- 
ing habits as to save expense would 
enjoy the same proposition as any 
other account of like buying and sell- 
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ing habits. Discriminations on the 

part of the manufacturer in favor 

of national corporations, mail-or- 
der houses or private-brand buyers 

would not be possible under such a 

plan and yet such accounts would not 

be denied their just right to prices 

r that recognize the economic savings 

the character of their business makes 

possible. 

It leaves the manufacturer who 
would have the distributor perform 
all the merchandising functions for 
him in a position to properly reward 
a distributor for complete perform- 
ance. It requires the manufacturer 
who would perform some or all of 
the functions of the distributor to in- 
clude the cost of such performance 
in the price that he may make direct 
i to a distributor’s trade. 

I have seen the subject of trade 
classifications prove an insurmount- 
able obstacle for as competent an ar- 
ray of corporation counsel as could 
be assembled in this country. I do 

| not think that distributors, acting in- 
dividually or collectively, can declare 
a line unprofitable and get corrective 
action from manufacturers unless 
they are in a position to adduce facts 
and figures, for the assembling of 
which no provisions have as yet been 
made. 





Let us start with the assembling of 
distribution cost data and a study 
thereof that is equal to that being 
made by any manufacturing group. 
Then, let us encourage manufactur- 
ers to establish selling policies on the 
basis of the economics of the trans- 





action and not on the basis of trade | 


classifications that are arbitrarily de- 
termined. 


J. A. McKinney, president of the State 
Machinery 
Moines, Iowa, formerly the 


Supply Company. 


Waldredh 





and Supply Company, Des | 
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UNIVERSAL 
ELECTRIC TOOLS 





More THOR ELECTRIC TOOLS 
were sold by distributors in the 
first two days of March, 1934 
than during the entire month of 
March, 1933. 


More THOR ELECTRIC TOOLS 
were sold during the first 60 days 
of 1934 than during the first 
6 months of 1933. 


INDEPENDENT PNEUMATIC TOOL CO. 


TOOLMAKERS SINCE 1893 
600 West Jackson Blvd. 


CHICAGO, ILL. 


NEW YORK » BIRMINGHAM » SAN FRANCISCO 



































MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and 


other facts of interest 








Manheim President Dead 

Martin G. Hess, founder and presi- 
dent of the Manheim Manufacturing 
and Belting Company, Manheim, 
Pennsylvania, died on March 4, at 
an age of 69 years. 

During the 25 years he was actively 
engaged as the head of this company, 
which manufactures Balata and Can- 
vas-stitched belting, was also for 
many years mayor of Manheim and 
one of its prominent bankers. 


——_- > -- 


Chicago Wheel Executive Dead 

Elmer Howard Bruner, secretary 
and sales manager, Chicago Wheel 
and Manufacturing Company, manu- 
facturer of abrasive wheels, died in 
Chicago on April 1. 

Mr. Bruner was born February 7, 
1883 at Caledonia, Illinois, and had 
been connected with the above con- 
cern for 40 years, during the last 30 
of which he held the position of sales 
manager. 

ata 
Red Tang Files 

Announcements being sent out by 
the Simonds Saw and Steel Com- 
state 


pany, Fitchburg, Massachusetts, 


: ma 


Three musketeers of the Parker-Kalon 

Corporation: S. S. Kahn, advertising man- 

ager; C. A. Trott, sales manager, and C. J. 
Geis, sales promotion manager. 
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that the installation of new machinery 
and new processes in its file factory 
during the past few months has made 
possible the production of a new line 
of files which will be trademarked in 
a new and distinctive manner. The 
tangs of Simonds Brand files will be 
painted a bright red. The Red Tang 
is a registered trade mark. 
ciel 
Quigley Company Making 
Fire Brick 

Rounding out the Quigley line of 
refractories and refractory special- 
ties, the Quigley Company, Incorpo- 
rated, is now engaged in the manufac- 
ture and sale of fire brick, including 
all standard and special shapes, arch 
and boiler tube tile and kiln liners 
and blocks. 

This line will fit easily into the ac- 
tivities of the company and its dis- 
tributors since both have been sell- 
ing high temperature cement as a 
band for fire brick for many years 
and are thoroughly familiar with 
markets and uses for this product. 

ae ee 
Advance Car Mover Publishes Prices 

The Advance Car Mover Com- 
pany, Appleton, Wisconsin, has sent 
printed notices to its distributors, giv- 
ing list prices, quantity discounts and 
a suggested resale schedule. 

This schedule, outlining definite 
prices to all distributors, is in line 
with recommendations of distributor 
organizations throughout the country. 

ae ae 

Ingersoll Steel and Disc Appoints 

Production Manager 

W. Scott Milne has been appointed 
production manager of the Chicago 
plant of The Ingersoll Steel and Disc 
Company (division of the Borg 
Warner Corporation, Chicago). 

This new position, created for Mr. 
Milne, was necessitated by the growth 
in the business of the Ingersoll or- 
ganization, which is greater than at 
any time in the company’s history. 





S. A. Ellicson, 

Shafting Company, 

American Pulley Company, and F. M. 

Crow, S. K. F. Industries, Incorporated, 
- at the last convention. 


and 
Chandler, 


Chicago Pulley 
Archie 





The Chicago plant is working 24 
hours a day, seven days a week, with 
a force five times greater than a 
year ago. 

Mr. Milne, as a factory executive, 
has had many years of experience in 
the forging and fabricating of iron 
and steel products. During the war 
he supervised the production of over 
15 million shells. Following the war 
he was general superintendent of the 
Fairbanks, Morse and Company plant 
in Quebec; superintendent of the 
Massey-Harris Company’s Toronto 
plant,; and, more recently factory 
manager of the Batavia works of the 
Massey Harris Company. 

—_—@———. 
Ralph Caulley with Republic Steel 

Ralph Caulley has joined the De- 
troit district sales office of the Re- 
publi¢ Steel Corporation, according 
to an announcement made by N. J. 
Clarke, vice-president in charge of 
sales. 

Mr. Caulley has been connected 
with the Wheeling Steel Corporation 
for fourteen years, the last seven of 
which were spent in the Detroit dis- 
trict. 

a eee 
Sailer with Steel and Tubes 

William F. Sailer, formerly with 
Alco Products, Incorporated, and 
The Griscom-Russell Company, has 
become connected with Steel and 
Tubes, Incorporated. He will be lo- 
cated in the Brooklyn office and will 
concentrate his efforts on the oil re- 
finery and marine fields. 
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DIRECT DRIVE 

* Power goes direct from handle to 

head to chasers, in a straight line, 
pull being right over chasers. Greater 
strength and precision, no cocking or 
wabbling, absolutely accurate threads. 
No pressure on posts to bend or dis- 
tort them. 


FULL-FLOATING POSTS 
* Posts do one job—as they should: 

they taper the thread. Extra-heavy 
and not riveted, they protect whole tool 
in rough handling, reducing repairs. In 
case of damage, replace post only. 
Guide lines on posts for standard 
thread. Post carrying plate on work- 
holder also of floating construction. 


ENCLOSED CHASER LOCKS 
* Chasers, held in place by enclosed 
ball-and-coil-spring, can't fall out. 
No exposed springs to break or damage. 


NEW RATCHET CONTROL 
7 Ratchet thumb lever snaps into 
exact reverse, forward or locked 
position. Arrow shows direction of pull. 
Simple, fool-proof. 


A 2-IN-ONE THREADER 

Set ratchet thumb lever at 

"Locked" and you have a solid 
die, making two tools in one. Die made 
also with 2 handles for this use. 


NEW TYPE WORK-HOLDER 
Set it to size with turn of knurled 
gauge ring—then put on pipe. 

Tighten with ONE screw. Easy, time 
saving, always right. 


CHASERS INTERCHANGEABLE 
Fit any Make of Poster Threader 

fe If one of 4 is lost, any other will 
fit. ReI@aID chasers fit any other 

make of post threader. Made of special 

alloy steel—smooth accurate threads, 

long life. Four sets, one set for each 

size. 


WEIGHS ONLY 12 POUNDS 
Small size but powerful and rug- 
ged. Rust-proof throughout. Con- 

ventional design plus Pettit improve- 
ments. No sharp edges. One-handle 
die has feet to stand it up. 


* * * 


There are also RettatD No. 65R postless 
ratchet threaders that thread 4 sizes of 
pipe with one set of chasers, small 
ratchet dies and 3-way threaders — all 
with typical RI@OID advantages. 













No. 1R (illustrated) 
lor 2 handles 


No. 2, solid die, 
2 handles 





Separate sets of 
chasers for 1”, 14", 14” and 2” pipe 


When RIGID produces a new 
tool, look for something different— 
and better. This new RRIT0t> Poster 
Threader is a typical example. Nothin 
bizarre in its general design, but it's full 
of valuable improvements that make 
for better threading and much more satisfactory use. 


Read the features described to the left and compare 
them with any poster threader on the market. 


Show this remarkable new tool to your customers and 
watch how they go for it. Sell them one—and re-orders 
will be regular and voluntary. If you do not handle 
RIGID Tools, here's a strong one to start with. Write 
for the whole story. 


THE RIDGE TOOL CO., eExyria, onto, u. s. A. 


Felten 





PIPE WRENCHES, CUTTERS, VISES, THREADERS 
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Ryerson Advances Men 


| 
Sell the LEADERS! | Harvey Dieterich, Manager of the 
| Structural Department of Joseph T. 
l M P E R IA L F | TT | | G S | Ryerson and Son, Incorporated, has 
| been made assistant vice-president in 
= (re SB2.< wy ))). Y [MPERIAL is a com- 
=——-=— i a TI plete brass fittings service. We make 
every type. 





IMPERIAL COMPRESSION COUPLINGS . 
—for connecting to brass. copper, aluminum You can lay in a stock of sufficient 


Shelby or Bundy tubing. No soldering or 
types to take care of the average 


- oa Re needs of your local industrial trade— 
jo» yy) “ws 7. ona toad outlay. 





At the same time, you are assured 
IMPERIAL S.A.E. TUBE COUPLINGS 
—for connecting to brass, copper and alumi- 


quick service on special fittings made 
tubing. All standard d sizes. ° 
inate to order for any job. 


‘ey There is a steady, year ‘round mar- 
= SS sket for Imperial Fittings in your terri- 


“9” 
a Kd ve ' 
(OL Ve ‘@)))) Wa | md tory. The profit margin is good. The 


IMPERIAL HI-DUTY TUBE COUPLINGS Imperial Fittings Chart will be a defi- 


—A vibration proof fitting for automobil i 
trucks, tractors, buses, oi! burners, air come nite help to your salesmen. 


pressors, airplanes, machine tools—wherever 


tubing is used. Write for complete facts. 


SPECIAL NOTICE 


To Mill Supply Distributors in- 
terested in the sale of fittings for 








D / 
om) 
seneacentiun or Cos omaing HARVEY DIETERICH 
. . a I | 
_ IMPERIAL BRASS PIPE FITTINGS Solder Fittings offers unusual | ; 
Like other Imperial Fittings “<The Standard opportunities. We invite your | charge of the operations of the 
no Hany Ma. =. tren inquiry for further information. 


THE IMPERIAL BRASS MFG. CO. 





Structural and Special Order Depart- 
ment in Chicago. Mr. Dieterich has 
been with the company for 30 years 
and is one of the most experienced 
and widely known men in the struc- 
tural field. 











511 SOUTH RACINE AVE. CHICAGO, ILLINOIS 








Save Money 





| 
| 





on ; : , . 
a 1 Ainslie Y. Sawyer has been ap- 
First Cost i pointed assistant general manager of 
and a ae | 
=~ +r | 
Operation | 


SAVE Cyst 


with 


CURTIS : 
HoIstTs . 





URTIS Hoists cost only one-fifth of the price you a 4 
pay for other power hoists in the beginning—and — 
continue to save every day they are in operation. 

They are simple to operate, fast-moving, spot to a Illustrating 
hair's breadth, handle without jerk or jar, require prac- »: (pe wemenel 
tically no repair—and dust, acids, fumes, moisture or Crane 
exposure have little or no effect upon them. 2. Portable Hoist 

Curtis Hoists are available in capacities from one-half 3. Stationary 


ton to ten tons. Investigate these simpler, more eco- Pendant Hoist AINSLIE Y. SAWYER 
nomical hoists. Save the difference. Ree tetas 

enda ‘ ee * " . ; > rer- 
CURTIS PNEUMATIC MACHINERY COMPANY | sales. He has been with the Ryer 


1928 Kienlen Avenue, Saint Louis, Missouri son Company for 25 years, having 
5518 YW Hudson Terminal, New York City . * . as tone 5 
served in almost every division of 


CUR ¥ I COMPRESSORS—AIR HOISTS the Sales Department from Manager 
I-BEAM CRANES and TROLLEYS 3 


- 
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of the Export Materials Department 
to Manager of the — Finished 
Steel Division. Mr. Sawyer will 
specialize on the field promotion of 
Ryerson Products. 

eo 


Skilsaw Personnel Changes 


Announcement of several changes 


in the sales organization of Skilsaw, 
Incorporated, Chicago, has been 
made by E. W. Ristau, sales man- 
ager. 

Geo. P. Wright, formerly Los 
Angeles branch manager, has been 
appointed Eastern Zone manager, 
his territory encompassing every- 
thing east of Pittsburgh. At the 
present time, Mr. Wright, whose 
headquarters are in New York City, 
is working with distributors of that 
city. 

A. R. Williams, who was a sales- 
man in the Los Angeles office, has 
been appointed branch manager. 

John Carlsen, formerly salesman in 
Chicago, is now the branch manager 
of the new Philadelphia offige. He 
will cover Harrisburg, Scranton, 
Philadelphia, Camden, Wilmington, 
Baltimore and Washington. 

Mr. Carlsen’s work in Chicago has 
been taken over by L. A. Parker, a 
new man in the organization. 

Frank M. Goodman, who has also 
just joined the Skilsaw organization, 
will work out of the Pittsburgh of- 
fice, covering West Virginia and the 
Pennsylvania-Ohio territory east of 
Youngstown and south of Erie. Mr. 
Goodman has had 15 years of ex- 
perience in the portable electric tool 
field. 

G. M. Goff has been appointed 
manager of the northwest territory 
which comprises the states of Wash- 
ington and Oregon. He will work 
from his home, Route 4, Chehalis, 
Washington. 

Mr. Goff will be assisted in the 
northwest by W. A. Smith, who will 
work out of Portland, Oregon. Mr. 
Smith is an old electric tool man and 
for the present is concentrating his 
efforts on building up consumer ac- 
ceptance for Skilsaw products. 

cient 


Bulletin on Falk-Rawson Coupling 

A new four-page bulletin describ- 
ing the Falk-Rawson 4-Duty coupling 
has been issued by the Falk Corpora- 
tion, Milwaukee. 

This booklet contains new dimen- 
sions and a list of considerably low- 
ered prices. 





| 
| 





New York 











What’s In A Name? 


The Red Shield emblem on a 
twist drill stamps it “approved” 
by the most exacting production 
engineers in the industry 


The manufacture of high 
quality drills involves a tremen- 
dous amount of engineering—far 
more than would casually be ex- 
pected. A fine drill is more than 
a product of machinery—it is 
also a product of proper design, 
heat-treating and metallurgy. 





Your customers have a right 
to expect their drills to keep pace 
with high-speed production. Red 
Shield High-Speed Drills are 
your assurance that you are sell- 
ing them the most possible holes 
in the least possible time—at the 
least possible cost. 


SSeS 





THE STANDARD TOOL (0. 


CLEVELAND 


Chicago 
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TRADE WINDS— 


After the long stormy voyage around the Horn the ship comes to the 
trade winds and GETS ON HER WAY! 


Of the hoist and crane trade for the New Deal Robbins & Myers Complete 
Line will get you your share. 


Write for Bulletins 


ROBBINS & MYERS, INC., “ow” SPRINGFIELD, OHIO 


Sold thru Mill Supply Houses everywhere 








ll 
For Those Who Insist 

















on Quality 











—say all who actually see the Simplex 
Steel Slide Vise. It's easy to show 
a customer the advantages of real 
strength and long service and con- 
venience — the unbreakable solid 
steel slide and hardened steel, re- 
movable jaws, the one-piece handle 
with tapered ends—exclusive fea- 
tures at no added cost. Every plant 
needs and wants one. 


The Only Complete Line 


This means that you can furnish your customers with 
the proper dresser and cutters or diamond tools for 
any grinding wheel they are using. All plants need— 
most plants buy—Desmond Dressers and Cutters. 
Write for information and prices. 











Da 5 


THE DESMOND-STEPHAN MFG. CO. « Urbana, Ohio 





“Now that’s what | call a vise!” 























Joe Dilworth of Memphis, Tennessee, and 

Harry Behr, of Boston Woven Hose and 

Rubber Company, snapped at the last 
convention. 





New Instrument Company Formed 

Advice has been received of the 
formation of Wilbin Instrument Cor- 
poration, 40 East 34th St. New 
York City. The company plans to 
manuf@&cture and market a complete 
line of electric instruments for the 
control of temperature, humidity, 


| pressure, vacuum and liquid levels as 
| used in heating, air conditioning, re- 


frigeration, and the process indus- 
tries. 

The officers are Gus A. Binz, 
president ; Clement Wells, vice-presi- 
dent; E. A. Ileman, director and 
chief engineer. Mr. Wells is presi- 
dent of Sarco Company, Incorpo- 


_ rated, well known manufacturers of 
| steam traps and heating specialties. 


Mr. Binz brings to the new com- 


| pany a lifetime of experience in the 


marketing of industrial instruments. 


| He has been sales promotion mana- 


ger of Sarco Company for the last 
four years and will continue his asso- 


| ciation with that company in an ad- 


vertising capacity. Previously he was 
for nine years general sales manager 
of American Schaeffer and Buden- 


| berg Corporation and its successors. 
| He has been identified with the intro- 


duction of new measuring and con- 
trol devices both in this country and 
in Europe. 


Ek. A, Ileman is a research engi- 
neer who has specialized in the de- 


| velopment and design of industrial 


instruments for the last 20 years. 

The company has contracted with 
Crosby Steam Gage & Valve Com- 
pany, to manufacture its goods in 


| their extensive valve and instrument 
| factories at Boston. 
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Paint Industry Amends Code 

Several amendments to the code of 
fair competition for the Paint, Var- 
nish and Lacquer Manufacturing In- 
dustry were approved by National 
Recovery Administrator 
Johnson on March 2. 

Regarding cash 
amendment reads as 


discounts, 
follows: 


one 
“On 


granted by manufacturers, excluding 
export trade, shall not exceed: Trade 
sales accounts, 2% for cash in 10 
days, net 60 days, ...... ; industrial 
sales accounts, 1% for cash in 10 
days; except that the discount to 
trades sales accounts may be ex- 
tended to the tenth day of the 
month following purchase and the 
discount to industrial sales accounts 
may be extended to the twentieth day 
of the month following purchase to 
customers who regularly discount in 
the month following purchase and 
provided that no discount shall be 
allowed after the discount date.” 

On the subject of spring stock or- 
. ders, amendment 5 reads: “Datings 
on orders to established dealer and 
for jobber accounts, excluding export 
trade and Artists’ Colors, shall be 
limited to datings on Spring Stock 
Orders shipped at the manufacturer’s 
convenience after October 15, with 
an April 1 dating and regular terms; 
one order to an account.” 

eae 
Anti-Friction Bearing Modification 
Hearing 
A public hearing on the proposed 


modifications to the Anti-Friction 


Bearing Industry Code, approved 
November 27, 1933, will be held by 
Deputy Administrator George S. 


3rady on Thursday, April 5, 1934. 
The modifications, proposed by the 
Code Authority, merely make clar- 
ifying changes in Articles III and 
VII. 

—_— 
File Code Hearing Set 

The National Recovery Adminis- 
tration has scheduled a public hear- 
ing on the proposed code of fair com- 


Hugh S. | 


| 
and after the effective date the terms | 





petition for the File Manufacturing | 


Industry, a division of the Fabricated 


Metal Products Manufacturing and | 


Metal Finishing and Metal Coating | 


Industry, for Thursday, April 5, in | 


the Fairfax Room, Willard Hotel. | 
Division Administrator A. R. Glancy 
is handling this code. | 

The proposed code establishes a | 
code authority, fair trade practices | 
and a cost accounting system. 


This Messages Mddsessed lo Lunkenheimer 
Distributors and Shar Salesmen. 





Fig. 123 “‘N-M-D”’ 
(Non-Metallic Disc) 
150 lb. SP.—300 Ib. GLP. 
Illustrated in Booklet F-593. 








Sell 


HEN you sell Lunken- 

heimer Valves, you estab- 
lish a reputation for supplying 
the best that money can buy. 


There are advantages in that. 
First, you put yourself above 
price competition. Second, you 
establish yourself as a supplier 
whose first aim is to serve well. 
By so doing, you inspire con- 
fidence in your customers that 
when they buy valves and kin- 
dred products from you, they 
will get full value. 


Your business is bound to ex- 
pand and become steadily more 
“automatic” when you concen- 
trate on selling your customers 
all their valve requirements 
from one quality line—Lunken- 
heimer. One purchase of a 
Lunkenheimer Valve leads to 
more purchases, for it does not 
take long usage to convince the 
plant man that a Lunkenheimer 
Valve is really most economical 
in the long run. 


Lunkenheimer Valve perform- 
ance will reward you at every 
turn for selling standardization 
on Lunkenheimer. 


THE LUNKENHEIMER C&O: 


—=“QUALITY’=— 


CINCINNATI, OHIO. U.S.A. 
NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 





318-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 











72 MILL SUPPLIES 





NRA 






The Cyclone Electric 
Chain Hoist is ** profit 
insurance”’’ onthe 
production line. Pro- 
vides swift, efficient 
handling at lowest 
cost per dollarinvest- 
ed... Anideal replace- 
ment unit for worn- 
outand obsolete hand 
and electric hoists. 


For Any Hoisting Ser- 
vice... 19 Anti-Fric- 
tion Bearings.. Uppe 
and Lower Safety 
Limits . . . Magnetic 
Brake . . . Accurate 
Control... Gyrating 
Yoke Action... Long 
Life Chain... Grease 
Bath ... Economical 
Operation. 


4 Se 


CHISHOLM-MOORE HOIST CORP., Tonawanda, N. Y. 
(Division Columbus-McK innon Chain Corp. ) 


EVERY PLANT IS A PROSPECT—SELL MODERNIZATION 











It Pays to Handle a Line That Is Known Among Industrial Buyers 
as CAPITAL “Red Cap” Brushes and Brooms Are Known Today 


_ IF — 


IF a plant is now using CAPITAL "Red Cap" 
Brushes and Brooms, your job is easy. "Red 
Cap" performance is a sure builder of re- 
peat business. 


IF a plant is not now using CAPITAL Products, 
go to work. Point to "Red Cap’ " quality, 
"Red Cap" Performance, ‘Red * Econ- 
omy. Once you get the initial ie "Red 
Cap" Brushes and Brooms will speak for 
themselves. 





With a record of 
44 years successful 
brush and broom 
manufacturing stands 
a time-tested distribu- 
tor ec em which has long since proved its merits. 

I be glad to give you details now while the huge 
be Sched market is developing steadily. 


4 Aor a 





INDIANAPOLIS BRUSH and BROOM MFG. CO. 


ESTABLISHED 1890 
126 BRUSH ST. INDIANAPOLIS, IND. 














Tool and Implement Code Signed 
The supplementary code of fair 
competition for the Tool and Imple- 
ment manufacturing industry was 
signed by the President on March 
15. This code, supplemental under 
that for the Fabricated Metal Prod- 
ucts Manufacturing and Metal Fin- 
ishing and Metal Coating Industry, 
affects those manufacturers making 
axes, hatchets, hammers, scythes, 
snathes, grass hooks, steel gards, 
shovels and post hole diggers. 


Under Article V, Unfair Trade 
Practices, the code states: ‘No mem- 
ber of the Industry shall so classify 
his customers that the different 
prices charged at the same time for 
the same goods for the same quan- 
tity to different customers constitute 
unfair discrimination between cus- 
tomers or unfair competition in the 
Industry Division.” 

The code prescribes simplification 
of products of the industry within 
one year as follows: “The Supple- 
mentary Code Authority shall make 


studies for the simplification of prod- . 


ucts in the different divisions of the 
Industry, the elimination of unnec- 
essary or infrequently demanded 
sizes or types and for the establish- 
ment of the dimensional standards in 
co-operation with the Bureau of 
Standards of the United States De- 
partment of Commerce with the view 
to their recommendations for adop- 
tion by the different divisions of this 
Industry. This study shall be com- 
pleted within the period of one year 
from the effective date of this Sup- 
plementary Code.” 

Regarding sales below cost, the 
code states: “When the Supplemen- 
tary Code Authority determines that 
an emergency exists in this industry 
and that the cause thereof is destruc- 
tive price cutting such as to render 
ineffective or seriously endanger the 
maintenance of the provisions of this 
Supplementary Code, the Supplemen- 
tary Code Authority may cause to 
be determined the lowest reasonable 
cost of the products of this industry, 
such determination to be subject to 
such notice and hearing as the admin- 
istrator may require. The adminis- 
trator may approve, disapprove, or 
modify the determination. There- 
after, during the period of the emer- 
gency, it shall be an unfair trade 
practice for any member of the in- 
dustry to sell or offer to sell any prod- 
ucts of the industry for which the 
lowest reasonable cost has been de- 
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termined at such prices or upon such 
terms or conditions of sale that the 
buyer will pay less therefore than the 
lowest reasonable cost of such prod- 


ucts.” 
—_—_—__—_ 


Hack Saw Code Signed 


The supplementary code of fair 
competition for the Hack Saw Blade 
Manufacturing Industry was signed 
by General Johnson on March 17 
and went into effect on the tenth 
day after approval. 


The code defines a distributor as 
“a purchaser who, in regular course 
of business, purchases products of 
the industry and other products in 
like field of distribution for resale 
generally to persons other than af- 
filiates.” 

Under Article V—Marketing— 
the code calls for the publication of 
price sheets, which shall list prices in 
terms of list and discounts, terms 
and conditions of sale, and which 
shall be filed with the Supplementary 
Code Authority, mailed to all known 
members of the industry and mailed 
to all jobbing and wholesaling cus- 
tomers of each member. 

Under Article VI—Unfair Prac- 
tices—are included: furnishing of 
special measurements on rendering 
of special service; giving better dis- 
count terms than thirty days net, 2% 
for cash, tenth proximo; paying or 
allowing any commission or benefit 
to a distributor in connection with 
a sale to any other purchaser if the 
amount thereof, when deducted from 
the sale price, shall make the net to 
the member of the industry making 
the sale less than the price permitted 
to be granted such distributor ; taking 
in exchange the product of any other 
member of the industry from a pur- 
chaser thereof, and making any pay- 
ment or granting any credit to such 
purchaser in connection therewith. 





It is an unfair trade practice, ac- 
cording to the code “To contribute 
to or pay any part of the expense for 
customers catalogues, printing and 
furnish special literature for cata- 
logues, or otherwise to distributors, 
advertise in house organs, advertise in 
local papers: but nothing in the fore- 
going should be construed as any 
limitation on general literature pre- 
pared for, and made available to cus- 
tomers generally, whether or not the 
same be in form susceptible of in- 
sertion by a distributor in catalogue 
or other book assembly, it being un- 








THE 


The reason 


substitute for 


THE 


Division of the 





for WINTER BROTHERS’ Com- 
mercial Ground Thread Taps has 
quadrupled during the past year! 


built to exacting specifications by 
skilled tool makers—and there is no 


Technically, it is the WINTER 
BROTHERS’ SPECIAL RELIEF that 
makes them different—and popular— 
with the customer. 


Write for Circular 


WINTER BROTHERS COMPANY 
Wrentham, Mass. 


DEMAND 


is simple: These taps are 


experience. 


National Twist Drill & Tool Co., 
Detroit, Michigan 

















CHICAGO 


MECHANICAL 
LEATHERS 


Branches Pt 
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2 AWHIDE 


Mallets 


Solid, hard rolled rawhide head, 
firmly glued and riveted. Made 
from carefully selected and specially 
treated hide stock. Best second 
growth hickory handle. Resilient, 
non-marring, wear-resisting. 


Hammers 

Rawhide faces, solidly held and 
backed by a malleable iron head 
with strong flanges holding the 
faces securely. Faces are easily 
replaceable. 


Mauls 


Striking face is made of tightly 
fitted, laminated discs of selected 
hard rawhide. The steel handle is 
finished with leather washers tightly 
pressed on and turned to form a 
comfortable and durable grip. 


Write for facts and prices 


The 
* Chicago Rawhide Mfg. Co. 


Tanners and Manufacturers Since 1878 
1297 Elston Ave. . . Chicago, Illinois 


INDUSTRY 

















74 MILL SUPPLIES 








The Odds Are All With You 


when you show your customers the 





BELT HOOK 
LACER 


It's so compact, it's no load at all. 
And it's a simple matter to demon- 
strate how easily it will lace belt of 
any material up to 6-inch—in an 
ordinary bench vise. 


Its small cost — only $3.50 — spurs 
buyers into action. 





Don't miss a good opportunity 
for quick turnover and good 
profits. Demonstrate the 
SAFETY whenever you can. 


SAFETY BELT-LACER COMPANY 


TOLEDO © * ¢ @ e © © e OHIO, U. S. A. 


When the Safety Belt Hook Lacer is 
used, the faces contact the hooks only, 
insuring a perfect belt lacing job with- 
out injury to the belt fibers. 











Ml 
A Great Improvement” 


“I've used STAR hack saw 
blades for years but this 
new STAR “Moly” beats 
olab Aisi late MulehZ--07-1 ant -1-1am 
I Tohisliale MEM elo M collie] Mi col atte 
time is saved on every cut 
and we get 50% more 
out of every dollar's worth 
of blades.” 


Le Malle Mi toh ae ollolel-Miilol; 






Ke tohi- ME CoM -11 Mol slo Mi toh 7-IE ro} 


buy. 


GENUINE “MOLY” BLADES ARE MADE CNLY 


hack saw blades are die-st@ 


@ 454 


SAFETY 


derstood that the practice hereby 
prohibited is the making up or fur- 


| nishing of special literatures or print- 
| ed matter for a particular customer 


so that the same would be different 
from that generally furnished.” 
anigiitilaomenes 
Auger Code Proposed 
A supplementary code of fair com- 
petition for the Auger, Auger Bit 
and Tool Manufacturing Industry, a 


| subdivision of the Fabricated Metal 


Products Manufacturing and Metal 
Finishing and Metal Coating Indus- 
try, has been proposed and has had 
its public hearings. The term “Au- 
gers and Auger Bits” is defined as 
any hand and/or power tool con- 
structed to bore holes in wood; and 
the term “Tools” is defined as chisels 
used in connection with Augers and 
Auger bits. 

Among the unfair trade practices 
listed in the proposed code is the fol- 
lowing: “Selling to any distributive 
outlets or to any consumers at prices 
less than the prices quoted to jobbers 
for equal quantities and qualities of 
goods. Direct sales to federal gov- 
ernment agencies, however, may be 
made at the lowest prices quoted to 
jobbers.” 

Regarding discounts, the code 
makes it an unfair trade practice to: 
“Allow to distributing customers 
terms more favorable than 2% 10 
days, net 30, or 2% on the tenth 
proximo or net next settlement date, 
or 2% on the tenth and twenty-fifth 


| for settlement of the preceding half 
| month’s invoices, net next settlement 


date; or to contract customers, in- 


_ cluding federal government agencies, 


terms niore favorable than 2% 10 


days, net 30.” 











Sales promotion with a practical slant. 
| This wire fence protecting the property of 


| Harry P. Lew, Incorporated, Orlando, 
| Florida, serves also to advertise the house 
and one of its lines. 
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The NEW 


WRIGHT 


lw blopetreyel-X-tel 
Chain Hoist 


J 
21 Points of Superiority 
* 
Write for descriptive 
catalogtoday... 


2 

WRIGHT MANUFACTURING 
DIVISION OF AMERICAN 
CHAIN CO., Inc., YORK, PA. 





























Gilmer Issues New Catalog on Kable 
Kord Belting 


The L, H. Gilmer Company, Phil- 
adelphia, has issued a new 12-page 
catalog on its Kable Kord belts. This 
book, fully illustrated, gives complete 
information, tables, sizes and prices. 
Distributors will find it valuable in 
their selling. 

a an 


Tack Industry Proposes 
Distributor Contracts 


In the proposed code of fair com- 
petition for the Cut Tack, Wire Tack 
and Small Staple Industry is con- 
tained the following provision perti- 
nent to distributors: “If in the opin- 


ion of the Supplementary Code Au- | 


Little Yiant 





SCREW PLATES 





thority it shall be deemed advisable | 


for the good of the Industry, each 


member of the Industry may require | 
the execution of an agreement in | 


form prescribed by the Supplemen- 
tary Code Authority by each Sales 
Agent, Jobber, Broker, or Distribu- 
tor selling or reselling to the consum- 


| ing trade cut tacks, wire tacks, double- 





| Products Industry. 


pointed tacks, and small staples manu- 
factured from ferrous and/or non- 
ferrous, metals or alloys each of them 
to comply with the minimum resale 
price schedule of said member from 
time to time on file with the Supple- 
mentary Code Authority. All mini- 
mum resale price schedules shall be 
open to inspection at all times. 
Neither the forms of agreement pre- 
scribed or any modification thereof 
shall become effective until approved 
by the administrator.” 

This proposed supplementary Code 
comes under the general code for the 
Fabricated Metal Products Manufac- 
turing and Metal Finishing and Metal 
Coating Industry. 


—_—__>——_—_ 


Tackle Block Code Approved 

Approval has been given by Na- 
tional Recovery Administrator Hugh 
S. Johnson to a supplementary code 
for the Tackle Block Manufacturing 
Division of the Fabricated Metal 
The supplemen- 
tary code provides separate code ad- 


| ministration and fair trade rules. It 


is effective April 5. 

In approving the divisional code, 
General Johnson stayed for 60 days 
on pending completion of a study of 
open price associations, a clause pro- 
viding for a waiting period between 
the filing and effective dates of re- 
vised price lists. 


“fill most 
all needs 


1934 — plants being overhauled as 
increased production gets into full 
swing. Spring—when most repairs are 
|made. And “Little Giants’’ —the 
| best selling screw plates in the world. 
| There's a set-up for sales that can't 
_ be beat. 


Five ‘Little Giant’’ assortments 
| take care of by far the largest part 
| of the market! Nos. |, 5, 7, 310 and 
311 are the ones in greatest demand 
and the ones you should have on hand. 
Thus with a minimum stock you can 
handle practically every order. 





“Little Giant’’ screw plates are 
almost automatically demanded by 
everyone who buys for quality—who 
wants a reliable, accurate, rugged 
screw plate that will give many years 
of satisfactory service. 


See that your stock of ‘‘Little 
Giants’’, especially these five popular 
assortments, is large enough to cover 
this year's increased market. Then go 
out after orders. Remind your custom- 
ers you are "Screw Plate Head- 
quarters." Often the name ‘“‘Little 
Giant’’ will clinch the sale. 


Csesiss Veetad 
CORPORATION 





GREENFIELO, MASSACHUSETTS 
TN TN cscictnrseccapcncctreccenl 15 Warren St. 
Chicago....................611 W. Washington Blvd. 
NG rikticsesassutcess socials 228 Congress St., W. 





Canadian Plant: Greenfield Tap & Die Corp. 
of Canada, Ltd., Galt, Ont. 
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ALUE 


Dart Unions are not the 
cheapest union in the 
world to buy . . . not by 
a long shot. But depend 
upon it from every point 
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of view... performance, 


The DART Bronze to Bronze service, maintenance, 


principle is two bronze seats, good will and sales... 
ball joint properly ground 
in, with high grade malleable they are the cheapest 


iron pipe ends and nut which 
assures longer and better 
wear. 


THAT IS WHY THEY ARE EASY TO SELL 


| ART ll Arr eae 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


union to use. 





Sales Agents: Canadian Factory: 
The Fairbanks Company, New York Dart Union Company, Ltd. 
and at all branches Toronto, Canada 




















To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 

















*Q” Quigley, the rough and ready head 

of the company bearing his name, is re- 

puted to have “broken 100” in the bowl- 

ing competition now in progress among 

distributors handling the line. This re- 

port, however, is still very much in the 
nature of a rumor. 








Proposed Electric Hoist Code Requires 
Resale Maintenance 

The proposed code of fair compe- 
tition for the Electric Hoist and 
Monorail Manufacturing Industry, 
which is scheduled for public hearing 
on April 2nd, under Deputy Admin- 
istrator H. O. King, contains a pro- 
vision which, if approved, will make 
maintenance of resale schedules by 
distributors compulsory. 

Article X—Distributor’s Resale— 
reads: 

“Whenever price lists have been 
filed in the manner provided in Arti- 
cle IX on any specific product the 
marketing and distribution channels 
used being distributors, agents, or 
others who purchase and resell the 
said product of one employer in 
competition with the direct sales of 
said product of any other employer, 
each employer manufacturing such 
product and selling to such distribu- 
tors, agents, or other resellers, either 
directly or indirectly, shall, within 
thirty days after notice of such de- 
termination, enter into a contract or 
agreement of sale requiring each such 
distributor, agent, or other reseller to 
accept and be bound by the provi- 
sions of Article IX. Distributors, 
agents, and other resellers bound by 
such contracts or agreements of sale, 
shall be eligible to participate in the 
provisions of Article IX of this code 
without expense to them. The filing 
of his price lists, by any reseller in 
the manner herein provided for em- 
ployers shall not be required if the 
reseller files a written notice with the 
employer whose product he purchases 














——EEEE 








APRIL, 1934 


MILL SUPPLIES 











QUINCY 
COMPRESSORS 
REPEAT 


Don't lose compressor sales be- 
cause your prospects decide to 
buy another Quincy. Be a 
Quincy distributor—and profit 
by "repeat" orders that follow 
Quincy's ability to demonstrate 
peak performance. 


The Quincy line is complete—a 
compressor for every job—and 
a profit on every compressor. 


Ask for details of the Quincy 
Distributor Policy which builds 
bigger profits from satisfied 
customers. 


MODEL WWD—Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 













MODEL WWC — Water 
Cooled Duplex, with pres- 
sure lubrication. Com- 
pletely automatic includ- 
ing all controls. 


QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 
205 W. Wacker Drive, Chicago, Illinois 
30 Church Street New York, New York 


UINCY 


Compressors 











and resells to the effect that, in lieu 
of individual filing of his lists, he 
has accepted and will maintain the 
prices, terms of payment, and other 
conditions of sale from time to time 
established and filed by his employer. 
The employer shall thereupon imme- 
diately file a copy of such notice 
with the Code Authority, and shall 
keep each such reseller advised not 
later than the effective date of the 
filed prices, terms of payment, and 
other conditions of sale to be main- 
tained by the reseller, and of all sub- 
sequent revisions filed by said em- 
ployers in accordance with the pro- 
visions of Article IX. Violation of 
the provisions of this article shall 
constitute proper ground for the im- 
mediate cancellation by any employer 
of any contract or agreement of sale 
with any distributor, agent, or other 
reseller, and when in the opinion of 
the Code Authority, after complaint 
and investigation, the facts found 
show such violation, the Code Au- 
thority may order the cancellation of 
any such contract or agreement of 


sale.” 
ee 


Administration Members Appointed 


Lieutenant Colonel F. S. Strong, 
Jr., was appointed administration 
member of Code Authorities for the 
Unit Heater and for Unit Ventilator 
Manufacturing Industry and the Fan 
an Blower Manufacturing Industry 
on March 19. 

Colonel Strong is a West Point 
graduate and has had extensive en- 
gineering experience. Since the war 
he has been actively engaged in busi- 
ness, at the present time being the 
head of one of the Booth companies 
in Detroit. 

ee een 
Proposed Canvas Belt Code Fails 
to Define Distributors 


The proposed code of fair compe- 
tition for the Canvas Stretched Belt 
Manufacturing Industry, scheduled 
for hearing on February 17, states: 
“Discounts, terms and/or conditions 
of sale of original or revised sched- 
ules may recognize the difference in 
the cost of selling to (a) distributors 
and very large industrial consumers ; 
(b) jobbers; (c) dealers; (d) retail 
consumers.” 

No definition is made of what is 
meant by “distributor” and “jobber”, 
so that if the code is approved in its 
present form, much room for confu- 
sion exists. 








THEY 
ARE 
BUYING 
NOW! 





LANTS that have been post- 
poning the purchase of Day- 
ton Safety Ladders and other 
needed equipment, are buy- 
ing now. The rush of orders 
coming to us proves it. 


Get your share of this profit- 
able business by stocking up 
on Daytons, and telling your 
customers. 


Dayton Safety Ladders are 
an even more desirable line 
for you than ever before, be- 
cause the new Code of Fair 
Competition helps you get 
your legitimate profit on 
high quality, branded spe- 
cialty merchandise. 


We back you with full co- 
operation. 


A few desirable distribu- 
tor territories are open 


THE DAYTON SAFETY 
LADDER CO. 


121-123 W. Third St., Cincinnati, O. 


DAYTON 


Safety Ladder 


(Patented) 


Steck carried on Pacifie Coast by E. D. Bullard Co., 
Los Angeles and San Francisco, and by 160 other dis- 
tributors from coast to coast. Made and distributed in 
Canada by Perey Hermant, Ltd., Toronto. 












MILL SUPPLIES 





ALLIGATOR 


TRADE MARK REG.U.S. PAT. OFFICE 


STEEL BELT LACING 





GREAT 
STRENGTH 








FLEXIBILITY 





For belts of all kinds and sizes. 
“The most universally used belt 
lacing on earth.” Holds belt ends 
in vise-like compression grip. Sep- 
arable. Joint usually lasts as long 
as the belt. Rocker hinge pin 
protects lacing against internal 














wear. Reliable for use wher- 





ever a belt will give efficient 
service. In 11 sizes for belts 








from tape up to 4% inch thick. 





SMOOTH ON 
BOTH SIDES 


PROTECTION OF Made also in Monet Metal. 
BELT ENDS 





You can recommend it blind. 
Sole Manufacturers 
FLEXIBLE STEEL LACING CO. 
4633 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, London, E. C. 2 








Accept No 
Substitutes 
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TRADE MARK 
REG. U. S&S. PAT. OFF. 

















DISTRIBUTORS ARE SELLING 








No. 1 








1 
The Electric Coffing 
Hoists. Capacities: 
Va, ‘2, | and 2 tons. 
Weights: 75 to 85 Ibs. 


2 
Model A—% ton; 
Weight: 14 Ibs., and 
Model F—I'/2 ton; 
Weight: 25 Ibs. 


T. Capacity: 


Our Model F. 
3 tons; Weight 34 Ibs. 


4 
Model Z—Capacity: 6 tons; 


Weight 65 Ibs. 





COFFING HOISTS 


‘“‘THE UNIVERSAL TOOLS” 
with steadily increasing success 


Industrial buyers just can't get away from the 
obvious. 


The speed, handiness, economy—and low initial 


cost—of COFFING HOISTS are self evident. 


Our distributors’ salesmen have been quick to take 
advantage of the powerful selling story COFFING 
HOISTS offer them. And, believe us, they are 
bringing in the orders. 


We solicit your inquiry for com- 
plete information. Write soon, es 
the market is growing every day. 


Coffing Hoists 


Soundly Designed 
Simply Constructed 
One Man Operated 
Exclusive Free-Chain Mechanism | 








Unbelievably Light 

Remarkably Powerful 

Extremely Versatile 
Economical 











No. 2 No. 3 No. 4 








3136. Von Buren St. COFFING HOIST COMPANY banvitte,u. 








Administration Members Appointed 
to Code Authorities 

Colonel Charles R. Sanderson, 
United States Marine Corps., has 
been appointed by the National Re- 
covery Administration as the admin- 
istration member of the code au- 
thorities for the Hand Chain Hoist 
Manufacturing Industry, the Chain 
Manufacturing Industry and_ the 
Electric Industrial Truck Manufac- 
turing Industry. 

Edward A. Fisher, formerly with 
the Agricultural Adjustment Admin- 
istration, has been appointed adminis- 
tration member on the code authority 
for the Wiping Cloth Industry. 

R. L. Ahearn has been appointed 
to serve as administration member 
of the code authority of the Anti- 


| Friction Bearing Industry. 





Fred E. Clark of Northwestern 
University, Chicago, has been ap- 
pointed to act in a like capacity for 
the Machined Waste Manufacturing 


Industry. 
——_——<a>___—_ 


Proposed Cap Screw Code Prohibits 
Exclusive Arrangements 

The proposed supplemental code 
of fair competition for the Cap Screw 
Manufacturing Industry, a subdivi- 
sion of the Fabricated Metal Prod- 
ucts Manufacturing and Metal Fin- 
ishing and Metal Coating Industry, 
contains the following provision: 
“Appointing, continuing to employ, 
or paying a commission to a jobber 
or dealer or syndicate buyer of any 
character as an agent on any basis, 
or selling products of the Industry to 
a sales representative on commission ; 
or entering into any kind of an ex- 
clusive territory arrangement with a 
jobber, dealer or syndicate buyer.” 


a 


Monarch Announces New Grinder 
Catalog 


The Monarch Machine Tool Com- 


| pany, Sidney, Ohio, has just an- 


nounced the development of a new 
two-color catalog, which pictures and 
describes its new precision tool room 
surface grinder. This catalog is de- 
veloped along modern lines and in- 
corporates a number of highly dram- 
atized illustrations. It pictures sev- 


_ eral views of this machine, the auto- 
| matic force feed lubrication feature 
| and a number of tests which illus- 
| trate the accuracy of this machine 
_ and the smoothness of the work it 


produces. 








re 


mee 
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Allis-Chalmers Issues Bulletin 


Allis - Chalmers Manufacturing 
Company, Milwaukee, Wisconsin, has 
published a new bulletin, number 
1165, which illustrates and describes 
its line of bracket bearing synchron- 
ous motors. In addition to the stand- 
ard line of motors for general re- 
quirements, including exciters and 
control equipment, the bulletin treats 
motors with special features of con- 
struction, such as anti-friction bear- 
ings, enclosed collector rings, splash- 
proof type, enclosed fan-cooled type 
and vertical motors. 






Hit the Bull’s Eye 
of PROFITS 


The shortest path between two points is a straight line, and one 


© Gatien an te ret of the shortest paths to new and extra profits is the McGill line 
chronous motors for improvement of of Electrical Specialties. If you are not fully acquainted with 
power factor is illustrated with ex- McGill, write today for your copy of Bulletin No. 51. 


amples applying the graphical method 


for figuring power factor corrections. More than 25 years in your field puts McGill out in front as a 


. profit earner for salesmen who are on their toes for those extra 


orders. They are easy to get if you always remember to mention 


Manufacturers’ Agent Seeking Lines at least one of McGill’s products on every call. 


A manufacturers’ agent, who is 
handling the lines of several manu- 
facturers in the south, is seeking one 
or two additional lines for sale 
through distributors. This man has 
had 20 years’ experience in selling 
mill supply and hardware items to 





Flectrical Specialties’ of Quality 
































distributors. His home office is in ea 

Knoxville, Tennessee. Name will be| ~ ae eee iia as 6s aa ea 
; furnished on request addressed to REMEMBER 
| Sales Promotion Manager, MILL SURLY Saeed 
| Superies, MILWAUKEE Industrial Brushes ||MILWAUKEE 
MEANS - 
BRUSH EXCELLENCE 

New Card Tap Catalog 
The S. W. Card Manufacturing . P 

| Company, Mansfield, Massachusetts, Ev er y M I lwa U k ee In dus tri al Br ush 

has announced the publication of its 


is Made Right! 


We don't gamble with our own name. We 
won't jeopardize our distributors’ reputations. 


new tap and die catalog, number 33. 
This catalog is complete as to lists 
and engineering data of interest to 
buyers and engineering departments. 





: It contains latest listings in addition Every Milwaukee Brush must measure up to 
to tables of dimensions, limits and exacting standards in material, design, work- 
tolerances. manship. Every brush must pass a rigid in- 
a spection. 
“PTAMPICO 7 ffer Milwaukee Brushes + 
gp TAMPICO — en you offer Milwaukee Brushes to your 
Behr-Manning Book Published WHEEL BRUSH y y 


customers, you don't have to worry about 


The sixteenth edition of a handy "come backs." But you can count on repeats! 


reference book, “How to Sharpen,” 


. . You can do a comfortable volume of busi- 
has just been published by the Behr- 


ness at a good margin of profit with the all- 
Manning Corporation. 


round Milwaukee Industrial Brush Line. Write 
It contains much interesting infor-| UOr]Ip BLOCK WiKm Brhesn for our catalog and our distributor terms. 
mation on the selection, use and care 


of sharpening stones. The most fre- 
quent uses are illustrated. Copies of THE MILWAUKEE BRUSH MANUFACTURING Co. 
pudlgpetnentivcindeen, eg here tesa eel 2919-9936 North 30th Street, MILWAUKEE, WISCONSIN 


ence purposes at the Smithsonian In-| 41), \ ity INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION AND 
stitute, the British Museum and lead- | MAINTENANCE REQUIREMENTS 











ing libraries and technical schools. | 
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When 


a1 


of all industrial plant buy- 
ers recently interviewed 
say that their telephone 
orders are bought from 
catalogues— 


B1i/ 


of the men in the plants 
who originate requisitions 
state positively that their 
requisitions are placed 
with the distributor whose 
catalogues they refer to— 


and 


and 


When there is an unprece- 
dented scarcity of up-to- 
date catalogues— 


Would you not like to 
know how easily, quickly 
and economically you can 
furnish the buyers with a 
new catalogue of your 
goods? 


Then write to 


R. R. Donnelley & Sons Co. 


350 East Twenty-second St. 
CHICAGO 

















Isham Keith Appointed to 
Hack Saw Code Authority 

Isham Keith has been appointed 
by National Recovery Administrator 
Hugh S. Johnson as the Administra- 
tion member of the code authority 
for the Hack Saw Blade Manufac- 
turing Industry. 

ae. eV 

Manufacturer’s Agent Wanted 

A nationally known manufacturer 
of compounds sold through mill sup- 
ply and plumbing houses is seeking an 
agency to contact jobbing connec- 
tions in the Metropolitan District of 
New York and all points north as 
far as Albany. Direct inquiries to 
Sales Promotion Manager, Mill Sup- 
lies. 

Disston Issues Cutting Manuals 

Henry Disston and Sons, Incor- 
porated, 323 Tacony, Philadelphia, 
has issued a series of manuals on 
metal cutting tools titled as follows: 
Disston Products Purchased by In- 
dustries, Disston Metal-Cutting Band 


Saws, Disston Hack Saw Blades, 
Disston Inserted Tooth Metal Cut- 
ting Saws, Disston Files, Disston 


Carboloy Products and Disston Solid 
Tooth Circular Metal Cutting Saws. 


INROUE === 
OTTEMILLER 


PRODUCTS 
to your Customers 


Then Watch 
Results ! 








T HE Ottemiller Line of milled 
set and cap screws, coupling 
bolts and studs is so complete 
and of such uniform quality 
that plant men like it im- 
mensely. 

Establish yourself as the dis- 
tributor of Ottemiller Milled 
Screw Machine Products and 
you can count on profitable sales 
that will run into good volume 
day in and day out through- 
out the year. 

Besides, you will like the way 
we treat you. 


Write for all the facts. 


The Wm. H. 


OTTEMILLER CO. 
YORK, PA. 


We also manufacture Dardelet Thread Screws 





The first of these outlines in detail 


which Disston products can be sold 
to each classification of industry. 
This should be of help to distribu- 
tors’ salesmen anxious to sell every- 
thing possible to each account. 

The others, dealing as they do with 
specific products, outline the features 
of each, give essential sales data and 
considerable information on uses and 
mechanical features bearing on the 
life of the products. 

All are so made that they can 
readily be bound into a _ loose-leaf 
notebook. Copies of any or all of 
these booklets will be sent to those 
writing to the manufacturer at the 
above address. 





Knowing Tool Grinding Helps 
Sell Twist Drills 


(Continued from page 30) 








ground with the same angle on the 
lips, but one lip is longer than the 
other as shown in Figure E, the 
point is off center and holes larger 
than the drill size result. On hard 


material this causes the margin of | 


the drill to become loaded with the 
material being drilled, with the 
result that, even after the point has 





-— DISTRIBUTORS 
Your success in Selling 


GENUINE 
HETTRICK 
Stitched Canvas Belting 


MALABAR 


for conveying and elevating 
and 


HETMACO 
The New Transmission Belt 


to the huge replacement market 
in industry is of real concern 
to us—for your success is our 
success. 


That is why we have established 
a strict re-sale price set-up. 
That is why we have attractive 
distributor terms. That is why 
we extend you every possible 
sales cooperation. Your inquiry 
is invited. 








HETTRICKMFG.CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 











\ 
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been properly ground, the drill will 
very often stick in the material and 
break. 

When drilling hard alloys, I have 
found that much better results are 
obtained when the angles of the 
point are made larger and the degree 
of clearance reduced. Figures F and 
G showing a point with an angle of 
68 degrees and a clearance of 9 de- 
grees, illustrate this type of pointing. 

In working with cast iron, it is 
frequently found that if the point 
angle be ground smaller, better re- 
sults will be obtained than with 
shorter points.. This is especially 
true where the sections being drilled 
are no thicker than the diameter of 
the drill used. 

By paying close attention to these 
few grinding tips, I have found it 
possible to keep my drill customers 
much better satisfied. Furthermore, 
by going into their tool grind thor- 
oughly, I have uncovered numerous 
leads to business on other lines. 





Now Each Salesman Is His 
Own Sales Manager 
(Continued from page 8) 





sales staff which will get all of the 
business there is to be gotten from all 
of the industrial users in its territory 
and, if the present activity may be 
taken as indicative of the character of 
its management, George Puchta may 
rest assured that the business which 
he founded, developed and worked 
with for so many years is in capa- 
ble hands. 





Why Distributors Can Sell Us 


(Continued from page 21) 








permitted to call for their goods 
mornings only. In the afternoon, 
the storekeeper assisted the deliv- 
ery man in preparing his loads for 
the following morning’s delivery. 
The rest of the time of both men is 
taken up in receiving, checking, in- 
specting, sorting and piling stock, 
and in doing other work about the 
storehouse. Two of the men thus re- 
leased have been shifted to the gaso- 
line station. 

The reduction in personnel and in- 
ventory has largely been made feas- 
ible by buying from the industrial 
distributor wherever possible. The 
distributor then acts as an auxiliary 





e 
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DUMORE 


#8—-HG 
HAND GRINDER 








An Unusual, Light Weight, High 
Speed Tool with Strong Markets 
in Pattern Shops, Tool Rooms, 
Machine Shops and Engraving 
Plants. 
Weighs only 1 1b., 10 oz. Pow- 
ered by a 1/40 H.P. DUMORE 
Motor, operating at 15,000 
R.P.M., on etther A.C. or D.C. 
Weight so balanced that tool can 
be held in the hand like a pencil. 
Easy to show. Simple to demon- 
strate. Arouses immediate interest 
of buyers. 
Regular equipment includes special 
Ye inch capacity chuck, toggle 
switch, 8 feet of rubber covered 
cord, plug and three grinding 
wheels on shanks. Price $17.50. 
Write now for complete infor- 
mation. This brand new tool 
offers immediate opportunities 


for profits. 
The 
DUMORE COMPANY 


101 Sixteenth Street Racine. Wis. 














Break 
} 3C.WHITLAM MFG. CO 
\ WADSWORTH, OHIO, U. S.A. a] 
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"Tyte-Unyte" is a perfect compound 
for use on Screw Joints, for putting 
together radiators, boilers and all 
types of pipe fittings. 

"Tyte-Unyte" adheres firmly to the 
iron and prevents leaks, corrosion, 
rust. It is not affected by air, water, 





FOR 34 YEARS 


“TYTE-UNYTE” 
PIPE JOINT 
CEMENT 


Has been a profit 
maker for distributors 


acids or alkalies and remains soft and 
flexible and threads can be unscrewed 
years after it has stood. 


"Tyte-Unyte" is a profit maker for 


you and sells on almost every call. 


Write us for prices and discounts that 
will show you your profit possibilities. 


J. C. WHITLAM MFG. CO. 


| WADSWORTH 


Sole Makers for 34 Years 


OHIO 








82 


MILL SUPPLIES 











VEELOS 


Genuine Balata Belting 


for 
DRIVING 


CONVEYING 


ELEVATING 


True and Smooth Running 


Non-Shrinkable 
Non-Stretching 
Economical 


Transmits all power 
without loss! 


—The canvassed stitched belt 
for the tough and heavy jobs 


DISTRIBUTORS! 


Let us point out your oppor- 
tunities with these profitable 
lines in today’s expanding mar- 


Write for all the 
MANHEIM 


ket. 


facts. 


MFG. AND BELTING CO. 





MANHEIM, PA. exe 





Large Holes 
at low 
cost 


MARVEL 


High-Speed-Edge 
HOLE SAWS 


reduces large-hole cutting time 


as well as in portable tools. 
Only a MARVEL Hole Saw can 
performance, 


the patented MARVEL 


makes this hole saw possible. 
Do you appreciate what it can p 
Write 
for 


Armstrong-Blum 


Circular 203 Ni. Urenctece 










on 
Drill 
Presses 
and 
Portable 
Tools 


Be first with this improved tool that is 
opening new fields for saws . . 


. that 
and costs 


to a fraction on drill presses and lathes 


give this 


is accurate enough for in- 
dustrial use, fast enough for production 
operations, strong enough to stand up for 
steady high-speed, heavy-feed work. 


It’s 


high speed steel 
tooth edge welded to an unbreakable alloy 
steel body, and the MARVEL method that 


ay you to 


be first with this remarkable tool? 


Mfg. Co. 


“The Hack Saw People” 


Avenue 
U.S.A. 





| “The Bureau of Efficiency” 











warehouse and necessitates our keep- 
ing on hand only such quantities as 
will be large enough to meet immedi- 
ate needs and to obviate cessation of 
service through shortage of supplies. 
Another vital saving, which this 
method of buying has effected, is in 
the handling and re-distribution of 
materials. Local supply houses de- 
liver even small quantities direct to 
location, thus eliminating all handling 
and delivery on our part. 

We are finding, with a reduced per- 
sonnel more carefully selected, that 
we are operating even more effi- 
ciently than before. We have a clerk 
who studies our inventory for dead 
stock and submits regular reports. 
She has just submitted the following 
list of surplus supplies, materials, 
and equipment on _ hand: bits, 
bolts, rubber boots, bushings, chis- 
els, cotters, couplings, drills, ells, 
files, forks, funnels, hoes, nails, nip- 
ples, nozzles, nuts, oilers, packing, 
pliers, rasps, reducers, rope, screws, 
shields, tees, unions, valves, wrenches 
and washers. 

No doubt much of this material 
was purchased at a price whereas it 
would have been far cheaper to have 
bought in smaller quantities as need- 
ed and eliminated excessive store- 
keeping costs. 

When a retail store has a surplus 
stock on hand, it can hold a sale and 
dispose of it, but not so with a mu- 
nicipality. We not only lose what 
we paid for it, but the cost of storing 
and handling it as well. 

Formerly, it was the custom of 
to run 
everything through the storehouse. 
All accounts from all departments, 
totalling two and a half million 
dollars annually, were transacted 
through the storeroom. The result 
was double bookkeeping and con- 
fusion on a grand scale. Now, with 
only two employees operating the 
central warehouse, this duplication 
has, of course, been put to a stop. 

In the May 1933 issue of Mitt 


| SupPLiEs our stock-carrying costs 


| were “exposed,” along with those of 


several industrial plants. Our fig- 
ures were not wholly complimentary 
due to the fact that we also use the 
storehouse as a safe repository for 
certain articles and equipment which 
has been purchased for city depart- 
ments and which is used by them 
only once or twice a year. After 


that, it must be checked in and safely 





Flexible 
Shafts 


AND EQUIPMENTS 


Over 60 types of STRAND 
Flexible Shafts, Machines 
and Equipments for every 
industrial need for port- 
able operations such as 
Grinding, Polishing, Sand- 
ing, Reotary-filing, Drill- 
ing, Buffing, Wire-brush- 
ing, Wood-filling, Lathe- 
Grinding, Screw - driving 
and Nut-Setting. 


The entire STRAND line 
is ball-bearing equipped 
and made with highest 
quality workmanship and 
materials. Horizontal and 
vertical types for all in- 
dustries. 








Vertical Type Ma- 
chines. “% to 2 
H.P. Ball Bearing. 








Originators and Manufacturers 


New Catalog No. 26 
including all 1933 
improvements now 
ready. 


N. A. STRAND & CO. 


n h 











You Can Count on 
QUICK ACTION 


When you order 
ROCKFORD Screw Products 


UR manufacturing policy calls 

for the maintenance of ade- 
quate stocks to answer all require- 
ments of distributors immediately. 
Bear this in mind. The knowledge 
may come in handy any day now. 
In the meantime, why 
not investigate our 
fine quality line and 
our attractive distribu- 
tor terms? 





WE DO OUR PART 






This gives you 

a good idea of 

Rockford quality: 

cap screws 

are made from 

Type .30-.37 nor- 
malized steel. 





CAP, SET, WOOD AND LAG SCREWS 
BOLTS, NUTS AND SPECIAL WORK 


ROCKFORD SCREW PRODUCTS CO. 
Railroad Ave. at Ninth St. ROCKFORD, ILL. 
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What Your Customers Demand 
You Can Provide 


100% 
with VINCENT-HUNTINGTON 


Grinding Wheel Dressers and Cutters 


BETTER SERVICE 
LONGER LIFE 
AN ESTABLISHED 
REPUTATION 


Quality steel, quality workmanship 
(milling, not stamping) and scientific 
heat treatment combine to give 
Vincent-Huntington products that ex- 
tra “count” that makes them appeal 
to industrial buyers. 







Today's discrimi- 
, nating market of- 
“A. fers you real profit 

opportunities with 
@” Vincent-Huntington 
Dressers and Cut- 
ters. Write for 
new catalog sheet. 


Every Vincent Cut- 
ter Has 18 Teeth. 
Count Them. 


The 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 








Sell Our 10,000 
Size at $180.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER... 


OY may ”” A iid 6 ”, 8” SIZES 
Beat competition, make money with 
America’s fastest of compact, 


portable, sure priming cen 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 





stored until again used. For exam- 
ple, we have 13 tents which we use 
each fourth of July in connection 
with our fireworks celebration in the 
city parks. We also store a number 
of patterns for departments from 
which castings are made at various 
times. Then we have a number of 
cases of special bottles that are used 
by the biological division of the 
health department. Also, we are 
still in the process of further reduc- 
ing our inventories by the constant 
weeding out of dead stock and re- 
peated letters to consuming depart- 
ments to draw upon surplus stocks. 

Although the operation of the cen- 
tral storerooms and those of the 
branch storerooms of the water de- 
partment, bureau of bridges and 
buildings, fire department, and so on, 
are the responsibility of the operating 
departments, the financial responsi- 
bility finally rests with the purchas- 
ing official. It is up to him not only 
to buy the stock, but to watch the 
inventory as well; to see that slow- 
moving items are transferred or sal- 
vaged before they become obsolete. 
He must also supervise distribution 
methods, and personnel efficiency. In 
addition, he must pass upon proposed 
expenditures and maintain a correct 
ratio between maximum and mini- 
mum stocks. He must also supervise 
deliveries and the checking of in- 
voices and testing of materials. Add 
to this the wide range of articles he 
has to buy, and you have a sum total 
of responsibility which needs all the 
alleviation intelligent vendors can 
give. 

Imagine handling the following 
purchases, one after the other, dur- 
ing a day’s work: coal, industrial 
supplies, ladies’ nightgowns, paint, 
lumber, structural steel, antimenin- 
goccic serum, storage batteries, ce- 
ment, bathing suits, water meters, 
drugs, chemicals, furniture, surgical 
supplies, hardware, soaps and clean- 
ing powders, janitors’ supplies, auto- 
motive supplies and equipment, dry 
goods, stationery, paper, electrical 
supplies, rubber goods, plumbing sup- 
plies, office supplies, food supplies, 
and so on. 

From this you can see why pur- 
chasing officials are ready listeners 
to the industrial distributor who can 
submit practical plans for sharing his 
responsibilities on inventory, turn- 
over, obsolescence, depreciation, han- 
dling and distribution, and the whole 
gamut of purchasing problems. 











To Help YOU 
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customers! 












W: adopted our new 
name to help distributors and their customers 
readily to identify the ATLAS as our product. 


BUT, we have not changed our car mover or 
our personnel. Neither have we altered our 
sales policies—which have been carefully 
developed during the last quarter-century to 
help you sell more ATLAS Movers profitably. 


If you have not received your copy of 
our new catalog, write us for it. 
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APPLETON-ATLAS 
CAR MOVER CORPORATION 


(Formerly Appleton Car Mover Co.) 


APPLETON, WISC. 
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POWER 
HOUSE 


SPECIALTY 


NOW 


A STAPLE 


DURA-STIX 


FIREBRICK CEMENT 

















has achieved a dig- 
nified reputation for 
faithful service to 
industry. It has 
proven itself an 
attractive Supply 
House account for 
many years. Once 
the bes is acquired 


—IT STICKS. 


Extension of our activities brings an 


opportunity for representation in cer- 
tain localities. 





Keystone Refractories Co. 
120 Liberty Street New York 








MILL SUPPLIES 





THE FOUR-LOCK SEAL 


STOPS 
LEAKS 


@The U. S. 
Union does more than 
keep things in pipes... 
it keeps customers on 
the jobber’s books. If you 
sell unions that leak, the 
next order is very apt to 
leak out of your office. 
The U. S. Union is 
made to stand up under 
the most difficult condi- 
tions of pressure and vi- 
bration. It has an extra 
margin of safety. 
Put your faith in the 
Four-Lock Seal. It won’t 
leak. You'll get the next 


order. P 


UNITED SUPERIOR 
UNION CO., INC. 
Division of 

Mergenthaler Linotype Co. 
29 Ryerson St., Brooklyn, N.Y. 
Sales Agents: 
SHINGLE-GIBB COMPANY 
54th and Gray’s Avenue 
Philadelphia, Pa. 

Branches: 

Chicago; San Francisco; 
New York; Pittsburgh; 

St. Louis; Toronto, Canada 
Representative jobbers de- 
sired in every industrial 
center 
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